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OORS & OUTDOORS 
REDS OF USES, IND 
HAS ES 26", AND 48" WIDTHS 


LABLE IN 28°, 
om AIM, FI. (36" WIDE) 


CLEAR PLASTIC OVER 
T Ass-0- ET Ys" CORD BASE Only 246 Lin. Ft. 
CLEAR PLASTIC OVER 
YR- = LASS Ya" WIRE BASE Only O56 Lin. Ft. 
f TOUGH PLASTIC OVER 
et 
CRE WIRE MESH Only 18¢ sq. Ft. 


(All 36” wide—also in other widths) 
Don’t be fooled by inferior window materials that 


look “‘just as good.’’ Only the Genuine has the name 
“‘Warp’s”’ branded along the edge for your protection. 


VINYL PLASTIC 
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p> FOR YEAR-AROUND PROFITS, STOCK AND SELL THE COMPLETE LINE OF 


FOR HOME, ‘FARM AND INDUSTRY | 





In CLEAR and 
Sunlight BLACK 
Resistant 

COVERALL is Water-Tight, 
Rot-Proof, Acid-Proof...a per- 
manent moisture barrier for pro- 


tection under Concrete, in Building 
Walls, also around Foundations. 


COVERALL makes an inexpensive 
tarp for covering Brick, Lumber, 
Machinery as well as Seed and Ferti- 
lizer bags in the field. Coverall 
has Hundreds of Other Uses. 


For current price list, sample and prod- 
uct information on COVERALL see your 
er or write Warp fi my Chicago $1. 


3, 6, 10%, 12, 14, 16%, 20 | 6, 10%, 12, 14, 16%, 20, 
24, 28, 32 & 40 Ft. Widths 124, 28, 32 & 40 Ft. Widths 


4, 6, 12, 14, 16%, 20, 
24, 28, 32 & 40 Fi. Widths 


: \ nw 
LAST-O-MAT gaa 
A Tough, Low Cost Transparent - 
Polyethylene Plastic Matting 
Permits color of carpet and floor to show through; 27 
is easily cleaned with a damp cloth; is flexible— C 


- can be cut with shears. PLAST-O-MAT is ideal iy fy 
— for floor runners, mats, shelf liners, etc. Comes in 50 Ft. and 100 Ft. Rolls 


CARRIGD BY ROLIABLE JOBBERS | circ 
en ee. ay : anaes 


VINYL- MAT’ IN 5 COLORS 


Pen 
ONLY Ideal for homes, show, : 
hospitals, factories. Is 
66¢ flexible, long wearing — 
LIN. FT. and easily cleaned. “ 


Colorfully Displayed 


Comes in 25 Ft n War new five i. 
and 50 Ft. Rolls ° P 's 





WARP BROS. 
World’s Largest Producers of Top Quality Window Materials + Established 1 














Not a Lugury 
but a Nocersity 


Rod Devil, 


PAINT CONDITIONERS 


“Tube System”’ Paints Absolutely Safe Guaranteed 
The new tube system makes a Red_ Red Devil's EXCLUSIVE, patented [ 

DYN 71 Me co llalam Grolalolitiola-lammulefalele) positive action clamp grips 
tory. The NEW offset can clamp firmly 
on the Red Devil No. 30 mixe 
tube system paints PERFECTLY 


alte dalek fohial =] ae intel 
seals lid n place 


Talile-MedaleL alalemelal| 


on: 1350 per min. 
: automatic, integral 
er—30 sec. to 15 min. 
ccessories Available: Ped- 
estal base, Pedestal base 
with feet, Counter base, 
Square can adapter, Four 
can adapter. 


For up to 5 gallon cans 


‘omes with adapter for shaking 
OUR ONE GALLON CANS IN CARTON— 
peeds service—up to 4 times as fast. 


Capacity: Up to 5 gallons, U. S. Standard. 
Oscillation: Patented triple three-way action. 
Motor: 44 HP, 60 cycles, 100 volts AC (other 
currents and explosion proof motor available). 
Operating Space: 154” x 39”. 

Standard Attachment: 2 gallon; odd size adaptors. 





Also Available: 
No. 31 Portable Paint Mixers 


3 models available to fit up to 5,30 and 55 gallon drums. 


Red Devil Tooks. 


Union, N. J., U.S.A. TODAY! 
World’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 


Call your jobber 
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Put this one 


out front 


b ie ri : SPRAYS 10 GALLONS 
CCOUSE WS Hay es 


TODAY'S coerce” 
BIGGEST 


For apply"9 
mi-soLust 


Ma 
NUFACTURED By HAYES SPRAY GUN 0 
PASADENA Calif USA 


VALUE 


in a Quality-Built Sprayer! 


A MONEY-MAKER FOR DEALERS, TOO! 


You will profit with this red-hot item that many dealers are featur- 
ing to cash in on the BIG VOLUME liquid fertilizer market. 


Built with that sturdy “Hayes look” that means quality all the way 
through. Yet priced as low as the lowest-priced competitive sprayer. 


Designed to handle all types of liquid fertilizers, including semi- 
soluble Fertilizers, Soil Chemicals and heavy viscous materials. 
Large orifices —non-clogging. 


= 


All Hayes guae have the SELF- 
CLEANING FEATURE (while gun is 
in operation). Means many years of 
trouble-free service. Many Hayes 
sprayers have been in continuous 
use for 19 years or longer and are 
still giving satisfactory service. 


Mixes materials thoroughly and provides rapid, uniform distribu- 
tion. 1 to 40 ratio. Quart jar sprays 10 gallons. 


Order today from your jobber 


Hayes Spray Gun Company 


World’s Largest Manufacturer of Garden Hose Sprayers wer 
98 North San Gabriel Boulevard, Pasadena, California Since 1934 « ) 
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THE LABEL ON STEEL THAT SELLS... g8) 


GOLDEN GRAIN BONANZA 


REAPS PROFIT-HARVEST FOR DEALERS! 


Look what they say... 


“The color of Golden Grain attracts 
customers...the USS label sells 
them!” C. A. Warren 
Walker-Warren Hardware 
Oakland, Calif. 
“The turnover of these new Golden 
Grain tools is amazing. Fastest sell- 
ers I’ve ever seen!” W. R. Olsen 
Bell Hardware 
Cupertino, Calif. 
“The USS tool rack helps sales bet- 
ter than any display rack I’ve ever 
had ...and it’s much easier to keep 
clean!” R.W. Bartlett 
Boye Hardware & Paint Co. 
Hayward, Calif. 
“Thought enthusiasm for these new 
USS tools would simmer down — but 
each month it increases!” 
Carl Cardona 
Central Hardware 
Cupertino, Calif. 
“Customers expect to pay a premium 
for these tools—are pleasantly sur- 
prised they cost no more!” 
H.W. Lind 
Manor Hardware 
San Lorenzo, Calif. 
“Spring gardeners come in every day 
and stock up with new Golden Grain 
tools. They sell themselves!” 
G. Salel 
Salel’s Foothill Hardware 
Oakland, Calif. 
“‘Never knew tools so easy to sell — 
and I’ve been in this business for 
quarter-of-a-century!”” Kurt H. Lind 
Lind’s Hardware 
San Leandro, Calif. 
“Customers are delighted with the 
big selection of tools in the Golden 
Grain line!” Frank H. Brashear 
Community Hardware 
Palo Alto, Calif. 


@ Dealers are making a real golden 
gain from these new tools! If you’re 
missing your share of this bonanza 
... write for our catalog of United 
States Steel’s complete line of 109 
GOLDEN GRAIN GARDEN TOOLS and 
get these profit-makers in stock! 
Listing also includes the VALENCIA 
BRAND... United States Steel’s line 
of 19 basic garden tools for your 
budget-minded customers. 


USS is a registered trademark 








Order GOLDEN GRAIN 


porsoonesn United States Steel Products 
annie satin Division of 


from your hardware 


pcre United States Steel 


jobber now! 


5100 SANTA FE AVE., LOS ANGELES, CALIF. © 1849 OAK ST., ALAMEDA, CALIF. 
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MODEL B-1 
“Economy” %''x2"’ Frame, 
Full Screen, 8" Kick Panel, 2 

Push Bars. All-Extruded 

Aluminum Construction. 

Knob latch. 

Retails for $29.95. 








Get 


something 


EXTRA 
from 


your 
weekend 


shoppers 


20 year 


written 
guarantee 




















MODEL B-2 
“Standard” 34" x 
2," Frame, Full 
Screen, 10° double- 
ribbed Kick Panel, 
2 Push Bars, Solid 
Re-inforcing Bar. 
Knob latch. MODEL B-3 
Retails for $39.95 “Deluxe” convertible All- 
Weather Door. 2 Glass 
Inserts, 1 Screen Insert. 
¥4""x2Y2" Frame, heavy- 
duty, double-ribbed Kick 
Panel, solid Push Bar 

3 concealed hinges, Knob 
Latch. 

Retails for $49.95 


PACKAGED COMPLETE ONE TO A CARTON 


PROFITS jn 


YANKEY all extruded 
aluminum 
screen 
doors 


e A Quality Product Inside and Outside. 

















e Consumer Tested and Consumer Accepted. 

e Trouble Free. 

e Adjustable Height and Width. 

e Exclusive Yancey Re-inforced Corner Section. 
ZEB e Concealed Hinges. 

e Non-Rust Aluminum Insect Screen, 

e Complete Hardware Set. 

e Air Closer. Pre-Drilled. 


= = A MFG. OY 
ALUMINUM PRODUCTS DIVISION 
( 28 J YAN ice SACRAMENTO, CALIFORNIA 
4 





AVAILABLE ONLY THROUGH WHOLESALE JOBBERS 
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SIDE LINES 


If you don’t think the stamp 
business is Big business, you 
should have seen the fire that 
the Sperry and Hutchinson 
Company (S&H Green Stamps) 
had when they burned their can- 
celled stamp books. Three trail- 
ers were needed to haul the 
stamp books to the fire location. 
The books covered 1000 square 
feet. It took 250 gallons of fuel 
oil to ignite the fire. The fire 
burned for 36 hours. This fire is 
expected by company officials to 
be repeated three times a year. 
These stamps came from re- 
demption centers in only 12 of 
the 48 states. That represents 
a lot of merchandise that didn’t 
get sold in hardware stores. ... 
Speaking of stamps, consumers 
will now be able to buy life in- 
surance through trading stamps. 
P-I-P Stamps, Inc., of St. Louis, 
will return to the consumer a 
$200 life insurance policy for 
each $200 spent. A customer re- 
ceives one stamp for each dol- 
lar’s worth of merchandise 
bought and put in the book 
which holds 200 stamps. The 
filled book folds into a self-mail- 
ing envelope which is sent to the 
old Republic Life Insurance 
Company, Chicago, which will 
write all insurance policies is- 
sued under the plan. What next? 

The following words from a 
speech by Homer J. Livingston, 
president, The First National 
sank of Chicago, seems to give 
a clear view of one of the causes 
of inflation: “We need not only 
a policy of credit restraint, but 
also one of matching wage in- 
creases with comparable in- 
creases in productivity. Other- 
wise labor runs the great risk of 


MAY 1958 


COMMEN TFT — 
Sell it Now! 


Much has been said about the President’s idea of “Buy 
it Now” 

This, of course, is a commendable idea, but it needs a 
companion slogan for manufacturers and retailers. The 
slogan should be “Sell it Now!” 

Why should a person buy anything? Are they willing to 
let go of their cash just to keep the wheels of industry going? 
Each person has to look out for himself and he is not usually 
found spending money today unless he can justify the ex- 
pense of any item as being beneficial for himself and his 
family. 

However, the “Sell it Now” idea can fit right into his 
plans. He has the money. It will take more effort today 
than it did last year or the year before that to sell him any- 
thing. But he will spend money for something that he is 
convinced is worthwhile, is a good bargain, or is going to 


make his life a lot easier and pleasant. 

It is up to you to reach that man by local advertising, by 
compelling window displays, and by using a “Sell it Now” 
technique within your store. Tell him what you have. Make 
him desirous of buying some of your multitude of mer- 


chandise. 


You can do it if you “Sell it Now.” 


Wile Cl x 





ultimately losing far more than 
it gains. If wages and other costs 
of industry continue to climb 
without an offsetting gain in 
efficiency, the outcome is cost in- 
flation. Costs and prices cannot 
be long maintained in a free en- 
terprise economy if they do not 
meet with customer approval. 
The consumer’s judgment of 
prices is what finally makes or 
breaks markets. A cost inflation 
may well prove as disastrous as 
a credit inflation.” 

This may hold some signifi- 
cance. Montgomery Ward an- 
nounced price reductions aver- 


aging 13 per cent on 20,000 mer- 
chandise items in its midsummer 
sales book. 

Quite controversial in adver- 
tising and sales circles these 
days is Motivation Research. 
One book that throws a little 
more light on the subject is 
“How to Predict What People 
Will Buy,” by Louis Cheskin of 
Color Research Institute. Pub- 
lisher is Liveright Publishing 
Corporation, New York City. 
The book shows how important 
design, color, packaging and 
other phases of marketing are 
in producing sales. 
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OUR READERS WRITE 


... to the Editor 
Many Changes in 50 Years 


Dear Sir: 

I have been out of town, which ac- 
counts for the delay in acknowledging 
receipt of your Fifty Year Member- 
ship card of the HARDWARE 
WORLD. I appreciate it very much. 

Fifty years is a long way to look 
ahead, but only a short time looking 
back. A great many changes have 
taken place in the way of doing bus- 
iness, and a great many articles are 
handled by the hardware trade that 
did not exist 50 years ago. 

Having passed the age of 85, and 
having no sons to pass the business 
on to, the thought occured to me that 
now might be a good time to close up 
and go fishing. A year ago I started 
to close out, and have just about 
finished. I am thankful that I could 
work until I was 85 years old, and 
wasn’t forced to retire at 65. 

It has been an interesting trip. I 
have enjoyed life, and it seems to 
me that we are now living in the 
most interesting age of the world. I 
think of the many things we have 
today that did not exist 85 years ago. 
I have seen the time when we had 
no electric lights, no telephone, radio, 
television or automobiles. It is hard 
to imagine doing without telephone 
or automobiles today. 





Thanking you again, I am 
Very truly yours. 
Joseph O’Byrne 
The O’Byrne Hardware 
and Furniture Company 
625 Main Street 
Walsenburg, Colorado 


Wants More Optimism 
Dear Sir: 

The current issue of HARDWARE 
WORLD has just been received and 
we hasten to congratulate you on your 
worthwhile editorial on the subject 
of crepe hangers. Needless to say we 
subscribe absolutely to your thought 
in this matter and wish more opti- 
mism could be displayed by editors 
generally speaking. 

It has been said that by far the 
greatest cancer in existence since 
mankind is fear and the panic which 
generally follows. Keep up the good 
work. 

Yours truly, 
P. J. Feeny 
Kilpatrick & Sons 
Stirling City, Calif. 

For the latest news about HARD- 
WARE WORLD'S ‘‘Springtime Is 
Gifttime” Window Display and Mer- 
chandising Campaign Contest see 
page 30. Also get complete informa- 
tion about our special Merchandising 


Kit. 


HARDWARE WORLD 

















OUR READERS WRITE 
... to the Editor (cont.) 


53 Years in Hardware 


Dear Editor: 

I enjoy reading each issue of 
HARDWARE WORLD and find many 
articles of interest. 

I especially enjoy the 50-Year Club 
and wonder if I could be a member. 
I began my hardware career with 
Spencer Hardware in Salem, Ore., in 
1908. After four years, I went to the 
Honeyman Hardware (wholesale), 
Portland. After nine years there I 
went with Dunham, Carrigan and 
Hayden Co. of San Francisco and 
was with them for 40 years. (Bishop 
joined Dunham, Carrigan and Hay- 
den in 1916 and covered the Oregon 
territory until 1929 when he was 
brought to San Francisco to work in 
the office. In 1930 he became assis- 
tant buyer. In January, 1933, he was 
appointed buyer of the tool depart- 
ment which he held until he retired 
in 1956.) 

I am now living in Milbrae, Calif., 
and with Mrs. Bishop enjoy my re- 
tirement very much. 

I wish HARDWARE WORLD con- 


tinued success. 





Sincerely, 
tex Bishop 
Milbrae, Calif. 
A Fifty-Year Club card has been 
sent to Mr. Bishop who is known 
throughout the hardware industry, 
especially with Eastern manufactur- 
ers whom he had visited for the last 
15 years of his tenure. 


You're Welcome 
Dear Sir: 

My sincere thanks for your edito- 
rial treatment of our Tour idea in 
your February issue. I certainly take 
personal pride in this recognition and 
am further appreciative of the per- 
son that gave it to me. 

Sincerely, 
Otto H. Grigg 
Managing Director 
Pacific Southwest Hard- 
ware Association 
Los Angeles, Calif. 


—e t 
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(Je Rent EVERYTHING / 
SANDING MACHINES ~POLISHERS 
{(— POWER SAWS - SPRAYERS 
} WIALLPAPER STEAMERS ETC. 








" .. wants to rent a gallon of paint.” 
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Wants Small Store Attention 


Gentlemen: 

Your articles on beautiful, well- 
merchandised hardware stores are 
very interesting, but how about the 
little guy, without 14,000 square feet, 
a huge storeroom with fork lift 
trucks and pallets, free meeting 
rooms, and 15 departments. How 
about some tips for the little old cor- 
ner hardware store with 1,000 square 
feet and just a few employees. 

It seems to me there’s quite a bit 
of talk about the small hardware 
store, but how about some real rec- 


It’s easier 
to stock 

just ONE 
RASS oo 62 


to stock... 





It’s PROFIT-WiIsSE 


ognition for the truly small hardware 
store. 
Sincerely, 
M. L. Singer 
Peninsula Hardware 
Palo Alto, Calif. 


Mr. Singer’s letter has started the 
ball rollng for an intensified program 
to present more articles that will ben- 
efit owners of small stores. If you 
wish to become a member of a special 
Small Stores Committee, please send 
us a list of subjects you would like to 
see covered in future issues of HARD- 


WARE WORLD—Editor. 
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You get more than a quality line when you handle Channellock 

pliers. You get the line with the best seller of them all... the 

Channellock No. 420. Hundreds of thousands of this one plier 

alone are sold every year by toot suppliers all over America. That's . 
why these same suppliers tell us ‘‘It’s easier to stock just one line / 
of pliers. We find it profit-wise to stock the complete Channellock 
line’’. You. will, too. Send for our new catalog. | 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


} 


| 


-* eae | 
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“It’s easy! 
Just 
NAME 
ME!” 


“NAME ME... 


. and you may 
win a 1958 Ford Ranchero pick- 
up truck! Or any of the exciting 
prizes shown below!”’ 





ia 





TESTS 


FOUR 1958 FORD RANCHEROS 


100 ADDITIONAL HIGH-QUALITY PRIZES 





WHO'S ELIGIBLE: 


Anyone in the United States who buys pipe 
of ALATHON® 25 polyethylene resin from job- 
bers or distributors and sells to users. This 
includes retailers, plumbers, well drillers, etc. 


HERE’S ALL YOU DO: 


1. Detach official entry blank on your current 
shipment of pipe made of ALATHON 25 manu- 
factured by Anesite Company, Crescent Plas- 
tics, Inc., Franklin Plastics, Inc., Plastic Pipe 
& Tube Div., Plastic Process Company, Re- 
public Steel Corporation and Yardley Plastics 
Company. (If you are not stocking pipe of 
Du Pont ALATHON 25, ask your jobber or con- 
tact any of the manufacturers mentioned to 
learn how to get in on these exciting contests!) 


2. Choose a name for the pipe character. 


3. Fili out and mail the self-addressed entry 
ecard. Entries must be postmarked by mid- 
night of closing date of each contest. (Starting 
and closing dates of each contest are listed 
under prizes.) 


HOW THE CONTEST WORKS: 


Enter as often as you wish. Submit one 
name only on each official entry card. 


All entries must be submitted in your 
own name, but that doesn’t mean you 
can’t get some help in thinking of the 
names. Why not make this a family 
game? Ask the wife and kids to join you 
in suggesting names. You'll be surprised 
at how many names you can think of in 
only a few minutes. You don’t have to 
limit the name to one word, either; use 
two or even three. 


Prizes will be awarded for the best 
names received from each region shown 
below on map. Judging will be by an in- 
dependent organization, on the basis of 
originality and aptness of thought. If 
more than one person submits the win- 
ning name, duplicate prizes will be 
awarded. Decision of the judges will be 
final. No entries will be returned. All 
entries and ideas therein become the 


property of E. I. du Pont de Nemours 
& Co. (Inc.), to be used as it sees fit. 


WINNERS WILL be notified by mail as soon 
as possible after each contest closes. A 
list of winners will be sent to any con- 
testant requesting same and enclosing a 
stamped, self-addressed envelope. 


Each region will have five winners in 
each of the five contests. (Prizes and 
closing dates shown below.) After the 
fifth contest, all winning entries (25 from 
each region) will be judged for grand 
prizes, and a Ford Ranch- 
ero will be awarded for 
the best entry in each 
of the four regions, 

Contests are sub- 
ject to federal, 
state and local 
regulations. 










Here are prizes and contest dates: 





















Contest No. 1 starts March 1, 
ends midnight, March 31 


Contest No. 2 starts April 1, 
ends midnight, April 20 


Contest No. 3 starts April 21, 
ends midnight, May 11 


Contest No. 4 starts May 12, 
ends midnight, June 15 


Contest No. 5 starts June 16, 
ends midnight, July 31 
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ONE FORD RANCHERO WILL BE AWARDED 
IN EACH REGION SHOWN ON MAP 
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mt we , Better Things for Better Living .. . through Chemistry 
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Mr. Dealer: 


GET IN THE 
_ WINNERS?’ CIRCLE 


, 9 
G. 


Lawn Mower Sales, 
Service Accounts 


For 50% Volume 









Day's Key Shop 
Phoenix, Arizona 


AMES R. DAY, one of Ari- 

zona’s veteran hardware mer- 
chandisers and owner of Day’s 
Key Shop, reports that 50 per 
cent of his total volume comes 
from lawn mower sales and ser- 
vice. He and his wife have been 
in business since 1923. 

“Thirty-four years ago I was 
a one-man operation,” he re- 
ports. “Today nine people are 
employed in our two shops. My 
Phoenix store is located at 1138 
East Van Buren, a main thor- 
oughfare, and my branch shop is 
in Mesa, Arizona’s third largest 
city.” 

The center section of the 
3,700-square-foot Phoenix store 
is devoted to the display of lawn 
mowers and miscellaneous gar- 
den tools such as Sunbeam 
sprinklers, edgers, hedge trim- 
mers and the like. 

“We carry rotary and reel 
power mowers priced from 
$59.95 to riding models at $300. 
Most popular unit is the 1°, to 
2 hp in the $100 range. Hand 
mowers pull at $14.95 to $50. 

“Trade-ins are big volume 
builders—our policy of accept- 
ing any mower worth anything, 
even if we can only use the parts 
—is stimulating much new busi- 
ness. We also take hand mowers 
on trade-ins.” 


with 


YARDLEY 


There's an entry blank in 
every coil of Yardley pipe 








Fill out... mail in... 
nothing else to do! 





See opposite page for 
complete list of prizes 
and contest details 
MAIL COUPON TODAY FOR 


THE NAME OF YOUR YARDLEY 
PIPE DISTRIBUTOR 


ee 


Yardley Plastics Co. 
142 Parsons Ave., Columbus 15, Ohio 








This firm carries Moto-Mow- 
er, Pennsylvania (both motor 
and manual), Savage (motor 
and manual), and also Sunbeam 
lines. The firm also is regional 
parts distributor for Pennsyl- 
vania, and State distributor for 
Reo parts. 
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Send me further information on the Plastic Pipe Contests and the name of my 
Yardley pipe distributor. 


a 





ee 








Address 


City State. 








et 

















ALUMINUM SCREENS 
CASEMENT WINDOWS. 
gel ae 
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Tro«frame VARIETY PACK— 


9 sizes fill most needs 


This selected pack of aluminum Tru-frame screens in 
nine sizes gives you everything you need to start tak- 
ing care of the big metal casement screen market. It’s 
all shipped together in one complete package. Tru- 
frame screens are precision made . . . they never rust! 


26 TRU-FRAME ALUMINUM SCREENS COMPLETE 
WITH HARDWARE, LITERATURE, 
AND FREE FLOOR DISPLAY 


you receive... $93.92 
you pay...... $56.35 





your profit .... $37.57 


In California ask these jobbers for more detailed information: 


COMPTON: P. B. Hazelton 
Wholesale Hardware. 
MENLO PARK: West Coast 

Weatherstrip Co. 
OAKLAND: Hogan Whise. 
REDDING: Lumber Dealers 

Materials. 


40% DISCOUNT ON CARTONS OF 12 


Ke 


10 


SACRAMENTO: Calif. Builders Supply. 
Lumber Dealers Materials. 
Sierra Mill & Lumber Co. 
SAN FRANCISCO: Garehime Corp. 
SAN JOSE: Borchers Bros. 


RUDIGER-LANG CO. 


2701 Eighth Street, Berkeley 10, Calif. THornwall 3-0340 
International Trade Mart, New Orleans 12, La. TUlane 7186 
in Southern Calif.: Rudiger-Lang Screen Products Co. 
847312 Beverly Bivd., Los Angeles 48. OLive 3-4100 
For Details Circle 10 on INQUIRY CARD 





SANTA ROSA: Lumber Dealers Materials. 





0 NATIONAL 
ADVERTISING 


ON THREADED STEEL 

RODS— Year around adver- 
tising keeps reminding custom- 
ers in your own back yard to 
come to you for Redi-Bolt. In 
leading magazines like Popular 
Mechanics, Family Handyman, 
Farm Journal, and many oth- 
ers, over 6,000,000 sales messages ap- 
pear each month . . . building demand among 


home handymen, farmers, craftsmen, contractors, ete., . . . 
backing up your own sales efforts for more profit. 









PROTECTION 


Every piece of Redi- Bolt 
shivetiea steel rod comes to 
you in straight, true lengths 

.. With sly accurate 
threading. Redi-Bolt looks 
better on display, and does a 
better job for your customers. 
That’s why it moves faster, 
turns over more often. Quali- 
ty control at the Redi-Bolt 
plant means “profit protec- 
tion” for you. 


Seven Popular Diameters: 
1/4", 5/16", 3/8", 7/16", 1/2", : 
5/8", and 3/4”, in handy 24” 
and 36” lengths. Bright zinc FREE... sturdy, wooden 
plate and blue rust-resistant display stand with stand- 
finishes. ps assortment, 


_— 
J Be 


SELL GENUINE REDI-BOLT... THE ONLY 
PROFITABLE LINE OF THREADED STEEL RODS 


teh your jobber 


on witle 
« @ REDI-BOLT, INC. 
Dept. HW 
5334 Indianapolis Bivd. 


East Chicago, Indiana 
For Details Circle 11 on INQUIRY CARD 
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PETERS 


means 


to your customers! 
Jtzéa 





That's why it pays to 









stock, display and push the 
entire power-packed line of 
PETERS “High Velocity” 


sporting ammunition. 


PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
For Details Circle 12 on INQUIRY CARD 
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WOOD SCREWS 


STOVE BOLTS 


IN FASTENERS 
SOUTHERN 
Is 


lLtw 


Dealers and customers alike appreciate value in to- 
day's quality-conscious market . . . In fasteners, the 
line to stock is the line that sells fastest—and that's 
Southern Screws and Bolts. 


Your customers know from Southern's national ads 

MACHINE SCREWS that all Southern fasteners are USA-made to highest 

& NUTS standards of quality. This means that where fasteners 

are concerned, your customers are pre-sold on 
Southern. 


TAPPING SCREWS 





Stock the quality line that creates quality traffic in 
your store. Stock Southern—the line with the copy- 
DRIVE SCREWS righted EZ to C© time-saving, fool-proof labels! 


Write for our new Package Stock Guide 
Address: Southern Screw Company 
P. ©. Box 1360, Statesville, North Carolina 


Wood Screws ¢ Stove Bolts « Machine Screws & Nuts ¢ 
Sheet Metal Screws © Wood Drive Screws ¢ 
Carriage Bolts 


CARRIAGE BOLTS 


Warehouses: New York, Chicago, Dallas, Los Angeles 





Sold Through Leading Wholesale Distributors 


Sout 


SCREW COMPANY 


STATESVILLE «© NORTH CAROLINA 
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V| Check List of 
Popular AMERICAN Chains for 
Your'‘Do-lt-Yourself’’ Customers... 


e The “Do-It-Yourself” idea can no longer be shrugged off as a fad or a 
passing fancy. It has gathered such momentum that it has become a national 
habit—a good habit that today is shared by your own customers. 

AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 
a wide assortment of chains for countless ‘‘Do-It-Yourself’’ uses. Perhaps no 
other kind of goods you sell has so many 
uses in and around the home as your 
AMERICAN CHAIN line. You will find it 
profitable to stock and display promi- 
nently a complete assortment of 
AMERICAN CHAIN items all year round. 

For prompt service, order from your 
AMERICAN CHAIN wholesaler. 


Sell AMERICAN Chains for: 











ACCO 


products 




































(J Garage doors CD Furnace regulating 
C) Pipe hanging C) Fire escapes 
CZ Porch swings CL) Ornamental uses 


() Playground equipment __[[] Furniture braces 


C) Lawn borders [) ...also snaps 
swivels 
repair links 
cotter pins 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing — 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


(1) Gymnasium equipment 


C) Dog runners 


ACCO’s New Packaging = oY 
Makes Selling Easier 


The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 
packaged chain item in seconds. 
Display these colorful packages on 
your shelves and counters for your 
“Do-It-Yourself” customers’ con- 
venience. 






CO = American Chain Division 


Pr, AMERICAN CHAIN & CABLE (ATE 


<= Order from your nearby AC 3 York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 


\ Value 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, i‘ J 
AMERICAN CHAIN wholesaler mann Portland, Ore., San Francisco, Bridgeport, Conn.  — 


For Details Circle 14 on INQUIRY CARD 
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—By N. R. REGEIMBAL 


or WESTERNERS 





Chilton News Bureau, Washington, D. C. 


New Federal Firearm Rules Will Impose 
Stricter Controls Over Western Dealers 


Western hardware dealers selling guns and ammunition will have 
to observe stricter federal regulations governing their operations. 


New rules issued by the U. S. 
Internal Revenue Service re- 
quire that: 

Dealers in reload ammunition 
follow the same rules applying 
to dealers in fresh ammunition; 
a licensed dealer in guns and 
ammunition (all retailers of 
these goods must be licensed) 
must have a license for each 
business location; all records re- 
quired by federal authorities 
under the firearms act be kept 
for 10 years, instead of the pre- 
vious six years, and investigat- 
ing law officers have the clear 
right to inspect a gun and am- 
munition dealer’s books and 
records. 

For manufacturers, the new 
rules require that serial num- 
bers and other identifying 
marks be stamped on firearms 
produced after June 31, except 
for shotguns and .22 caliber 
rifles. 

In issuing the new regulations, 
the IRS emphasized the long- 
standing requirement that li- 
censed dealers must record all 
over-the-counter sales. As adopt- 
ed, the new firearms regulations 
are considerably eased from the 
controversial rules originally 
proposed. One abandoned pro- 
posal would have required pur- 
chasers of some types of ammu- 
nition to sign for their purchase. 


SPORTING GOODS SALES 
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should continue to rise, govern- 
ment economists predict. 
National Park use is continuing 
to boom—some 60 million per- 
sons visited park areas last year, 
an increase of 4 million, and 
61.6 million visited national for- 
ests, an increase of 9 million... . 
Hunting and fishing license sales 
last year hit a new high, with 
sales totaling 34.1 million, an 
increase of 1 million over 1956 
(19.2 million fishing licenses, 
14.9 million hunting) .. . Cali- 
fornia led the states with 1.4 
million fishing licenses and was 
sixth with 665,000 hunting li- 
censes; Colorado was among 
those attracting the highest 
number of nonresident fisher- 
men. 


FARM SALES should be bet- 
ter this year than last, U. S. 
Agriculture Department experts 
predict, despite the general re- 
cession . . . Farm families, in- 
dividually, received 10 percent 
more cash income in 1957 than 
in the previous year ($993 per 
person), and will better that 
mark this year even though total 
farm income dropped by 4 per- 
cent . . . Reason for the better 
economic position individually is 
that the number of persons liv- 
ing on farms is falling faster 
than total farm income... In 
addition, farm prices are rising 
now (up 11 percent in Febru- 


ary), and more farmers earn 
cash from nonfarm occupations 
($6.3 billion last year). 


FREIGHT RATES in the 
West may rise further ... The 
freight rate hike granted the 
railroads recently, averaging 2 
percent, will probably spread to 
trucks and possibly signal a rise 
in air freight rates . The 
Railway Express Agency has 
asked for a 15 percent rate in- 
crease, and a 12 percent hike in 
parcel post rates is possible next 
fall... The Post Office Depart- 
ment is restricting the size and 
shape of envelopes which can be 
used for first class mail, and a 
one-third general mail rate hike 
is still possible . . . One bright 
spot —if Congress cuts any 
taxes this year, the 3 percent 
levy on freight, bitterly fought 
in the West, may be repealed. 


WESTERN NOTES—Federal 
Trade Commission is cracking 
down on false discount claims 
(two affiliated West Coast firms 
selling to government employees 
have already denied FTC 
charges of “deceiving the public 
and diverting trade from com- 
petitors’’) . Sen. Thomas 
Kuchel, R., Calif., says the gov- 
ernment will funnel purchase or- 
ders to the West to help ease the 
recession ... Reps. Russell Mack 
and Jack Westland, R., Wash., 
Walter Norblad, R., Ore., and 
Hubert Scudder, R., Calif., have 
been told that at least 80 per- 
cent of a huge government lum- 
ber order will go to mills in their 
states. 
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DISSTON biades 

fit ALL popular 
makes of portable 
and bench machines 


DISSTON ANNOUNCES THE NEW 


DISSCHROME CIRCULAR 
SAW BLADES 


chrome plated for better, longer service, faster sales 


Here’s the brightest new look in circular saw blades 
for portable and bench saws. The finest Disston 
craftsmanship combines with gleaming, durable 
chrome to make these circular blades the best at 
any price. 


Chrome plating does this: 


@ Increases edge-holding qualities of saw teeth... 
a quality for which Disston saws are already 
famous. 


@ Reduces friction and heat, thus prolonging saw 
life. 


@ Resists rust. 











For full information write to 
Disston Division, " 

Porter Company, ™ 

1 oe scam Philadelphia 35, Pa. 





on 


@ Resists accumulation of gum and pitch on side 
of blade. 


@ Puts a new shine on your profit potential by 
creating satisfied customers. 

LONG-SERVICE DISSCHROME Circular Saw Blades are 
individually hardened and tempered to hold their 
edge. Each tooth is carefully sharpened for fast, 
clean, power-saving cutting. 

HANDY DISSCHROME Circular Saw Blades fit all popu- 
lar makes of portable and bench saws. Blade sizes up 
to 12”. A full selection of tooth types. 


STOCK NOW! They're attractively packaged for sales- 
stimulating display. 


H.K. PORTER COMPANY, INC. 


DISSTON DIVISION 
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COMPARE 


WO ke : D § THESE ACTUAL DIMENSIONS 
— 11/16" 
THIN, PARALLEL =: 
JAWS, LESS 
THINNEST | “~~ 
LAP JOINT. 
TWISTING STRAIN ~ 
U } UNDER LOAD ee. | | 
PROJECTING NUT _fr ) 
& BOLT HEAD ADD 
TO THICKNESS 


= 
zs e LIGHT LOAD-BEARING | [E44 HEAVY LOAD-BEARING 
gets in and grips SECTION, 9/64" x 1/2" s SECTION, 12/64" x 5/8" 
S mehneieiadal RS meme EN oe 
where no other tool 
will do the job! 
FULL WIDTH 
SMOOTH, NARROW —— ‘ 
HANDLE. LESS COMPORTARLE 


—a HA : is 
“CRESTOGRIP” PLIER COMFORTABLE GRIP penne ee 
No. P210. Retails for 








TAPERED JAWS, 
GREATER GRIPPING 
AREA 






DOUBLE STRENGTH 
BOX JOINT, TAKES 
THE LOAD SQUARELY 








fF Lush river, 
NO PROJECTIONS 





7/8" 1/2" 
























$3.00. If your hardware COMPETITIVE CRESCENT 
dealer can’t supply you, 
order from the factory. LAP JOINT BOX JOINT 


$3.00 postpaid. UTILITY PLIER UTILITY PLIER 











a 


GET YOUR COPY! |" 


Ideas and guidance for the professional and 
amateur mechanic. Forty pages of help... 
profusely illustrated. Proven ways of doing 
it easier with good hand tools. A new and 


revised edition of a “how-to-do-it booklet” Crescent’s P210 









that mechanics and industrial arts teachers Utility Plier is an amazingly 

by the tens of thousands have endorsed. versatile tool. Its unusual thinness, 

Send 10¢ to cover postage, or GET A extreme strength and exceptional gripping pow- 
FREE COPY with the purchase of er insure “pipe wrench” performance equalled by 
any CRESCENT TOOL. Ask no other 12 ounce tool. The reason is illustrated 
your local hardware dealer. This . in the sketch above. 

offer is limited to the conti- No. P210 will grip flat, square, hex or round 


nental U.S. A. SEND A DIME H 
TODAY! OR ASK your | MAND 
HARDWARE DEALER B 

FOR YOUR FREE COPY 
as explained above. 


OW,, USE / objects. Jaws are adjustable to four positions up 
| to 1%” capacity. Rust resistant zinc plating. 


I 001s / Retails for only $3.00 
/ 


CRESCENT TOOLS — 
. Cine Wings lo Work 












Hign of lhe Cfrtlisan 
Syn if Cuccllence 





Creicent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
For Details Circle 16 on INQUIRY CARD 
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GIFT ITEMS 
MONEYMAKER 
FOR RETAILER 


Blinking neon sign 
... Advertising... 
Store Front Display 
Attracts Gift Buyers 


Timely Hardware & Gift Shop 
Fullerton, California 


WENTY-FIVE years of ad- 

vertising and newspaper ex- 
perience applied to hardware 
store retailing has turned 
dreams into dollars for Timely 
Hardware & Gift Shop and its 
owner Thomas Losey of Fuller- 
ton, Calif. 

From the day Losey opened 
shop in August, 1956, he has 
cashed in on attention-getting 
techniques in both his advertis- 
ing and store front display, tech- 
niques which for example boost- 
ed Christmas sales from $16,000 
in 1956 to $25,000 in 1957. as 
well as stimulating trade 
throughout the year. 

One of the first hurdles 
jumped was to install a large 
neon sign with the word “Gifts” 
spelled out in large letters and 
replete with stars that flashed on 
and off. Located on a_ busy 
street with many store signs 
begging for the motorists at- 
tention, Losey saw to it that his 
was the most prominent. 

Though Timely Hardware re- 
lies heavily on its blinking sign 
to call attention to the store as a 
gift center, newspaper advertis- 
ing plays a coordinated role. A 
large display ad in the neighbor- 
hood shopping news received by 
20,000 in the area stresses Time- 
ly’s gift department and the 
sundry gift items in stock. 
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DECORATIVE GIFT ITEMS adorn upper half of wall section of Timely’s 
Hardware giving the impression to the customer that the store has a large 
stock and variety of gifts for sale. Displaying gifts in this manner also takes 
advantage of what would otherwise be wasted space. 





PROMINENT STORE FRONT SIGN with blinking lights serves as an effec- 
tive traffic stopper along Fullerton’s busy business district. The word “Gifts” 
firmly establishes Timely Hardware as a gift center. Supporting the electric 
sign are large sales messages painted on the windows. 


Another rapport between 
Timely and its customers is 
painted in large letters across 
the store’s front windows such 
slogans as “Shop Early for 
Christmas,” ‘‘January Clear- 
ance,” ete. 

Timely’s store size of 40-feet 
frontage and 90-feet depth was 
apportioned with 40 per cent of 
the space devoted to gifts and 
housewares and located up front 
to the left of the store’s en- 
trance. In addition, a patio shop 
was located at the rear of the 
store for items such as garden- 
ing supplies, ladders and cement. 

But size and division of space 
were only half the job of selling. 
Displays are attractive, kept 
spotlessly clean and changed 


frequently. Aisles are wide, as 
is the space between display 
gondolas and all merchandise is 
clearly price-marked. 

During the year thousands of 
prospective customers roam 
through the gift department, 
and by changing the display fre- 
quently, Timely creates the il- 
lusion of having more new items 
than are actually stocked. 

Above the display area around 
the walls, a Peg-Board panel 
absorbs the entire wall section. 
On these are hung gift items 
which further reinforce the im- 
pression that there is little left 
to be desired in the selection of 
gift merchandise. 

Why the emphasis on gift 

(Continued on page 52) 
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Left is Right for Paint Section 


Impulse Sales Improved 
by Prominent Relocation, 
Attention and Service 


McGuckin Hardware Company 
Boulder, Colorado 


HILE it is almost traditional 
in the independent hard- 
ware store to set up the paint 
department at the rear where it 


picture, according to L. C. Me- 
Guckin, owner of MeGuckin 
Hardware Company, in Boulder, 
Colorado. 





will pull traffic through the 
store, this leaves the “impulse 
sale” almost entirely out of the 


“Our paint sales jumped from 
$500-$600 a month to between 
$800 and $900 per month when 
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PROMINENT DISPLAY OF PAINT catches the customer’s eye the second he 
enters McGuckin’s store. Located on the left wall immediately inside of the 
front of the store is a large selection of paint in all sizes up to one gallon 
cans on about 10 feet of shelving space. The massiveness of the display is 
further accented by a paint laden gondola made of wrought iron legs and 
slim plywood panels for shelves which is 98 per cent usable as far as space is 
concerned and will show more paint than the usual type of self-service fixture. 
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we relocated the department at 
the left front of the store,” Mr. 
McGuckin said. “Every bit of 
it sold to individual homeowners. 
We sell almost no contractors, 
builders, or commercial buyers, 
and consequently, our paint vol- 
ume is full mark-up, list price 
all the way.” 

Before relocating the paint 
department almost a year ago, 
the Colorado hardware man gave 
the subject plenty of undivided 
attention. He visited other re- 
tail stores in the area, to get a 
“general picture” and then as- 
sessed this information against 
his own peculiar circumstances. 
Included in his own assets was 
a large parking lot, immediately 
in front, which will accommodate 
upwards of 50 automobiles and 
permits the customer to drive 
directly to the door. The store 
also benefited from an all glass 
front, rising from sidewalk to 
ceiling, which meant that every 
display in the front of the store 
would command plenty of atten- 
tion from the parking lot in 
the front. Finally, MeGuckin 
began querying his customers 
when buying other hardware 
items as to how much paint they 
bought, how often during the 
year, the size of the usual pur- 
chase and other information. 

“I was surprised to find that 
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almost all of my customers 


bought paint at the average of 


twice per year, more often in 
small sizes for an_ individual 
painting project, but often 
enough for redecorating the en- 
tire home or exterior. I found 
that the customer, for the most 
part was less interested in the 
price of the paint than whether 
it bore an instantly recognizable 
nationally advertised brand, and 
thus carried maximum confi- 
dence. I also found that con- 
venience, ability to run over and 
pick up a can of paint without 
shutting off the engine, if de- 
sired, was an equally heavy fac- 
tor. The upshot was the deci- 
sion to not only change our paint 
department up to the front of 
the store where it could easily 
be seen, but to likewise stock 
exclusively better-priced, top- 
quality lines with the utmost in 
national recognition.” 

Since then, the MeGuckin 
store has displayed an inventory 
nearly twice as large on the left 
wall of the store immediately 
inside of the front, including 
around 10-feet of shelving space 
against the wall, and a single 
large gondola. This gondola, in- 
cidentally, composed of wrought- 
iron legs and slim plywood panels 
for shelves, is “98 per cent us- 
able” where space is concerned, 
and will show far more paint 
than the usual type of self-ser- 
vice fixture. Here, the hardware 


store shows exclusively better- 
priced paint lines. There are no 
sales cuts whatsoever, except 


for occasional close-outs of dis- 
continued colors, and an anni- 
versary sale once per year. 
Otherwise, all of the paint sells 
at full list price, on a “con- 
venience basis” which is much 
appreciated by MecGuckin’s sub- 
urbanite customers. 

“The first month after we 
moved was January,” MeGuckin 
said. “Which is ordinarily a very 
slow month for paint sales. We 
were extremely pleased to find 
immediately that paint was pay- 
ing the rent for the store and 
that as we went into February, 
paint sales increased. In other 
words, relocating the depart- 
ment to this point, where it is 
fully visible to all visitors on the 
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PAINTING TOOLS AND ACCESSORIES department is well stocked with an 
exceptionally large variety of items that will help and encourage McGuckin’s 


customers to do a better painting job and as 


a result become regular customers 


at his store when painting time comes around. Since every bit of his paint is 
sold to individual homeowners, paint volume is full mark-up and the emphasis 


is on undivided attention and service. 


parking lot outside, and making 
it possible for the customer to 
buy without delay was impor- 
tant enough to sell a bigger vol- 
ume of paint in January and 
February than we had ever ex- 
perienced before.” 

Surprisingly, the Colorado 
hardware store found requests 
for gallons growing so sharply 
that approximately 20 per cent 
of the total paint inventory is 
now carried in gallons — both 
where exterior finishes, enamel, 
and water-mixed interior paints 
are concerned. “Originally, 
felt that small sizes would rep- 
resent the bulk of the demand,” 
McGuckin said. “Once we had 
established the convenience of 
buying in this way, however, it 
proved that the same homeown- 
ers were coming back to us for 
larger paint orders, particularly 
for mass home redecorating jobs, 
which of course, require several 
gailons. Now we duplicate all of 
our paint lines in gallons as well 
as in pints and quarts. We can 
depend upon a steady turnover 
in gallons.” 

The Colorado hardware dealer 
has not used any “merchandising 
gimmicks”’ whatsoever to keep 


this sort of paint volume flowing. 
He is a regular user of radio ad- 
vertising, sponsoring broadcasts 
in local high school games, which 
have an unusually high listener- 
ship in sports-minded Boulder, 
which, of course, is the site of 
the 10,000-student Colorado Uni- 
versity. He does carry an excep- 
tionally large line of painting 
tools and accessories, is willing 
to put in plenty of time in help- 
ing customers solve their paint 
problems, and has sunk a vibra- 
tor-type mixer into the floor of 
the store in the center of the 
paint department. “We haven’t 
found it necessary to offer dis- 
counts, to club paint with other 
items or to send a man outside 
the store to help the customer 
with the actual paint applica- 
tion,” he said. “We have built our 
800-900 dollar per month paint 
volume entirely by making the 
stock plainly visible from the lot 
outside, to appeal to the cus- 
tomer who has only a single 
paint purchase in mind when he 
arrives at the store, sticking to 
brands which we know will never 
disappoint the customer and giv- 
ing the customer plenty of un- 
divided attention and service.” 
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O. S. Stapley Company 
Mesa, Arizona 


SERIES of colorful innova- 
tions in open stock dinner- 
ware merchandising are steadily 
increasing sales for the china 
and giftwares department of O. 
S. Stapley Company, hardware 
dealers in Mesa, Arizona. 
Completely remodeled a little 
more than a year ago, the big 
Stapley store was thoroughly re- 
designed to give china, glass, 
and gifts the advantage of a top- 
visibility position, just behind 
the main front window of the 
store, according to Mrs. Vera 
Merrill, buyer. Here, occupying 
a broad, open space with special- 
ized display fixtures built spe- 
cifically for giftwares, dinner- 
ware, and glassware promotion, 
the department enjoys floor traf- 
fic several hundred per cent of 
what it was prior to the re- 
modeling, and has experienced 
sales increases “to match.” 
From the physical standpoint, 
an unusual departure in window 
design has proven one of the 
most consistently valuable as- 
sets. This “window within a 
window” projects out from the 
all glass front of the store at a 
comfortable viewing level. Eight 
feet long by three feet wide by 
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three feet high, the window is 
actually a glass box which 
pierces through the all glass 
front, extending an equal dis- 
tance on each side of the pane. 
Because of its unusual appear- 
ance, as well as the fact that the 
merchandise shown within ac- 
tually projects out past the store 
front level, any merchandise 
shown is far more likely to re- 
ceive attention, Mrs. Merrill has 
found. As pictured, the weight 
of the inset window is supported 
by three heavy steel posts, and 
trim usually takes form of color- 
ful drapery cloth on which ex- 
amples of place settings, full 
dinner sets, newly received gift 
ideas, are used to sample the 
department’s $23,000 inventory. 

Outstanding are the long, low 
display fixtures which make up 
the bulk of the department, all 
slanting at an angle of some 20 
degrees away from the front. 
The gondolas, as shown, are ac- 
tually built up of small, equal- 
size block tables, each with two 
sliding doors on either side, 
which fit together neatly to form 
islands, gondolas, counters, etc., 
as desired. Finished in bright, 
pastel colors, each has a center 


CHINA, GLASS AND GIFTS get top 
billing in the O. S. Stapley Company 
hardware store. The long, low dis- 
play fixtures are a feature of the 
giftware department. 


Special Displays . . . School 
Promotions for Future Brides 
... Instore Gift Programs... 
Have Made a Leader Out of... 


DINNERWARE 


shelf section which rises to 
shoulder height, extending the 
full length, for “open display” 
of gift items, china, and glass. 
“The entire department is ar- 
ranged so that the customers can 
handle anything desired,” Mrs. 
Merrill says. “In fact, we actual- 
ly encourage the customer to 
handle the stock, on the theory 
that closer examination makes 
more sales rather than using 
grim warning signs which sug- 
gest that the customer will be 
responsible for the damage if he 
breaks anything. We have had 
no more breakings with an abso- 
lutely unlimited handling policy 
than we did when much of this 
merchandise was out of reach.” 

The department carries some 
30 patterns of open stock china 
and a commensurate choice of 
crystal, and these two lines un- 
derstandably have been both the 
bulk of the sales volume and the 
major attraction which brings in 
traffic. Consequently, along with 
the architectural appeal of the 
department, Mrs. Merrill has de- 
veloped some potent means of 
attracting prospective brides as 
customers. 

(Continued on page 52) 


HARDWARE WORLD 











Profits Go Up With .. . 


HOUSEWARE SALES 
DIRECTED TO MEN 


J. J. Charteris Hardware 
Great Falls, Montana 


EN make excellent house- 

wares customers too—par- 
ticularly where a definite effort 
is made to attract their atten- 
tion and to sell them on gift 
items for the family, says Mrs. 
Barhara Moore, of J. J. Char- 
teris Hardware Company, in 
Great Falls, Montana. 

While women, of course, are 
still responsible for the major 
turnover in the housewares de- 
partment, Mrs. Moore’s adept 
planning has worked out so well 
that upwards of 30 per cent of 
the housewares total is bought 
by men. Moreover, a recap of 
the store’s figures shows that 
most of the “big tickets’”’ house- 
wares sales, where the customer 
bought several items at once 
have been sold to men who take 
care of several gift obligations 
at once on a single shopping 
trip, or who have succumbed to 
good salesmanship and decided 
to “modernize all of the house- 
wares in the house” at one time. 

This program at the old Great 
Falls hardware store was born 
of necessity, Mrs. Moore pointed 
out, inasmuch as the store is lo- 
‘ated several blocks away from 
the department store area most 
likely to pull housewares cus- 
tomers. The store traffic is pre- 
dominately men, who come into 
Charteris with a definite pur- 
chase in mind and who must be 
literally “lured” into the house- 
wares department. 

“For those reasons, we have 
located our constantly-growing 
housewares department direct- 
ly alongside of the tool depart- 
ment,” Mrs. Moore pointed out. 
“The average man who comes in 
to buy a hammer, a saw, a brush 
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and a can of paint, has his mind 
on home improvement, and 
housewares, of course, fit natu- 
rally into that category. Since it 
is physically only a step or two 
from the tool display to the 
housewares department, we felt 
that our major objective was to 
develop displays attractive 
enough to catch at least brief at- 
tention from every tool cus- 
tomer.” 

Her method of doing this has 
been developed around new, un- 
usual, and novelty housewares 
items, all in brilliant colors, 
prominently displayed, and as 
often as possible accompanied 
by a demonstrator. Accent is 
placed on “powered” housewares 
items such as mixers, choppers, 
food graters, electric knife 
sharpeners, grillers, etc., which 
are quickly recognized by the 
average men as a direct means 
of saving effort and time for the 
housewife. 

“Most men are curious about 
kitchen gadgets and _house- 
wares,” Mrs. Moore says. “For 
that reason we never hesitate to 
step over from the housewares 
section into the tool department 
when a man is looking over 
the tool stock, builders’ hard- 
ware, paint, etc., and tell him 
we would like to show him some- 
thing new. This may be a simple 
gadget for peeling potatoes, a 
magnetized ‘bulletin board,’ 
portable mixer, or even a com- 
plete set of stainless steel ware. 
Most men, we have found, are 
interested in improvements and 
are often surprised to find prices 
are much less than they are in- 
clined to believe and immediately 
start seeing the gift possibili- 


ties. There are many gift obliga- 
tions each year, such as Easter, 
Valentine’s Day, wedding anni- 
versaries, birthdays, Christmas. 
Inviting the male customer to 
put away something for a ready 
gift for his wife is a thought- 
provoking suggestion. Extreme- 
ly busy men often capitalize on 
the opportunity to save them- 
selves a later trip, and pick out 
a housewares item for gift pack- 
aging on the spot.” 

The big housewares depart- 
ment includes 30 feet of wall 
shelving, plus a similar amount 
of gondolas and tables, all 
equipped for electrical demon- 
strations, each emphasizing col- 
or and all supported by a com- 
plete gift wrapping service in 
the store. Throughout the year, 
Mrs. Moore keeps up one win- 
dow display of housewares 
items, invariably built around 
new developments received from 
suppliers, which she believes 
gets at least moderate attention 
from men customers as they en- 
ter. The gift aspect of house- 
wares buying by men is the most 
important, of course, since it is 
a definite need in every man’s 
life, but masculine interest in 
anything new, timely and work- 
saving is also very important, 
the Montana hardware store has 
found. Kitchen gadgets. no mat- 
ter how simple they may be, ex- 
ercise a particular fascination 
for the home craftsman who 
likes to tinker with tools and it 
isn’t unusual for a man customer 
who comes in for a single tool to 
spend $4 or $5 for kitchen gad- 
gets merelv to make things easi- 
er for his wife. Men always 
select the brightest colors, the 
most sturdily-built kitchen gad- 
gets, which, of course, means 
that most of them are in the bet- 
ter price bracket. “We go to 
great lengths to see that the man 
prospect is immediately steered 
to something we feel will create 
interest,” Mrs. Moore says. 
“That puts him at ease, and 
keeps him from feeling out-of- 
place. We have found that a 
man is more likely to browse at 
length through the housewares 
department if there are no wo- 

(Continued on page 52) 


21 








WESTERN HARDWARE 


FIFTY-YEAR CLUB 
Members 





HARDWARE WORLD on its 50th anniversary is giving recog- 
nition to Western Hardware persons or firms who have served 
the field for 50 or more years by honoring them in our Western 
Hardware 50-Year Club. Anyone who qualifies should send their 
name with complete business background to the editor. Other 


new members will be listed in subsequent issues. 


Marshall- 
Wells 
Manager 
Retires 


Harry E. 
Hall 


SPOKANE, Wash.—Harry E. Hall 
closed out a career of more than half 
a century in the hardware field with 
the announcement of his retirement 
as tool and heavy hardware manager 
of the Marshall-Wells branch here. 

Hall’s parting from the business 
was marked by a dinner party at- 
tended by the company’s 44 em- 
ployees. 

The pioneer hardware man joined 
the company in Duluth, Minn., in 
September, 1906, and later moved 
here when the company opened its 
branch in 1909. 

With an air of nostalgia Hall 
pointed out that motorization of farm 
equipment has brought many changes 
in the items carried in hardware 
stores. Such staples at the beginning 
of his career as harness collars, sweat 
pads, threshing belts, belt lacing, 
steam gages and safety valves have 
almost passed out of the picture. 

What to do with his leisure time? 
Hall and his wife plan an extended 
trip throughout California and Ore- 
gon. 

HARDWARE WORLD is pleased 
to send Mr. Hall his membership card 
in the 50-Year-Club. 


Double Anniversary 


REDONDO BEACH, Calif. — Re- 
dondo Beach Hardware recently cele- 
brated a double anniversary. The 
store’s 50th birthday was observed 
along with the first anniversary of 
its extensive remodeling. 

Hardware World is pleased to wel- 
come Redondo Beach Hardware into 
the 50-Year-Club and is sending a 
membership card to the California 
store. 
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Jim Pearson Reaches 
Fifty Years of Service 


OAKLAND — Jim Pearson, whose 
Pearson Hardware Company here is 
celebrating its 42nd Anniversary, has 
completed fifty years of service in 
the hardware field, which entitles him 
to membership in HARDWARE 
WORLD’S 50-Year Club. In the old 
days, Pearson “never heard of coffee 
breaks during our 9-hour tour of 
duty.” 

Before starting with Baker Hamil- 
ton, he had quite an experience as a 
boy in selling newspapers at Lottas 
Fountain at 3rd and Market Streets 
and also on the Barbary Coast on 
Saturday nights. He was also a new 
butcher on the S.P.R.R. and the old 
Ocean Shore R.R. He continued to sell 
papers on Saturday nights while 
working for the wholesale hardware 
firm in San Francisco. 

He then had a tour of duty in Sac- 
ramento, California with an uncle 
who taught him something about the 
candy and ice cream business. After 
a few years he returned to San Fran- 
cisco and worked for Seller Brothers 
for one year before starting his hard- 
ware store in Oakland. 

Assisting Pearson is his son, Bob, 
a son-in-law Herbert. 


Snohomish Hardware Holds 
60th Anniversary Sale 


SNOHOMISH, Wash.—On April 5, 
Snohomish Hardware Co. celebrated 
their 60th Anniversary at their store, 
according to Neil M. Cochran, man- 
ager-partner. The firm, which has 
been given membership in HARD- 
WARE WORLD’S Western Hardware 
50-Year Club, was started in March 
1898 by George M. and Wilbur A. 
Cochran, brothers. In 1900 George 
purchased the interest of his brother 
and became sole owner. The business 
has remained in the same family con- 
tinuously since its beginning. 

G. M. Cochran was in active man- 
agement until he became semi-retired 
in 1934. He came to Snohomish from 
Montesano Washington in 1898 where 





he had been in the hardware business. 
He died in 1939. His son, Niel M. 
Cochran, took over management in 
1934 and except for six years of ser- 
vice during World War II and two 
years during the Korean War, has 
been managing partner, Neil entered 
the business on a full time basis in 
1928 after graduation from the Uni- 
versity of Washington. 


Still Active in Seattle 


SEATTLE, Wash. — Since 1901 
when he went into the hardware busi- 
ness with his brother, Fred A. Ernst 
has remained active. Today the Ernst 
Hardware Co. operates 11 retail stores 
in this area. 

In addition to serving in the hard- 
ware field, Ernst has also been active 
as a member of the board of directors 
of the Northwestern Mutual Insur- 
ance Co. since 1908 when he was 
elected a member. 

In January of this year Ernst was 
presented with the insurance com- 
pany’s first 50-year emblem in honor 
of his service. 

Hardware World is pleased to ex- 
tend membership in the 50-Year-Club 
to Fred A. Ernst and is sending him 
a membership card. 


Varied Hardware Career 

PORTLAND, Ore.—Victor P. Wet- 
terborg, 71 years young, has had a 
varied career in the hardware field 
for 55 years serving several firms in 
the warehouse, order department, 
stock rooms and also selling and pur- 
chasing on the wholesale level. 

Most recently he served for 10 
years with Woodbury Hardware here 
until the company went out of busi- 
ness. Although Wetterborg has passed 
the three score and 11 marker, he 
claims he has no intentions of retir- 
ing at the moment and hopes to con- 
tinue in the business. 

Hardware World is happy to extend 
membership to Victor P. Wetterborg 
in the 50-Year-Club and is sending 
him a membership card, 
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MARINE MOTIF display helps sell an attractive line of 
ceramic fish for Kehrer’s Hardware, Seattle. 


IMAGINATIVE DISPLAY 
SELLS GIFTWARE 


Kehrer's Hardware 
Seattle, Washington 


LL it took was a new and imaginative display 
to sell giftware items that had been gathering 
dust on the shelves of Kehrer’s Hardware, Seattle, 
Wash. The items were a line of attractive ceramic 
fish, which the owners had displayed on shelving 
along with other giftware merchandise. In that 
location they did not sell fast enough to justify 
their shelf space. 

Improvement came when the fish were moved 
to a specially built vertical display fixture that 
serves a dual purpose as a window and an interior 
fixture. Placed just back of one of the store’s two 
display windows, the fixture is made of a wooden 
frame and heavy mesh hardware cloth. 

For the interior display, the fixture is covered 
with material to suit the merchandise being dis- 
played, in this case paper decorated with a marine 
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motif. The ceramic fish were hung on the fixture 
in front of the paper, the items being supported 
by drapery hooks attached to the hardware cloth. 
Some fine mesh fish netting was also added for 
authentic atmosphere. The other side of the fix- 
ture serves as backing for window displays. 
The result of the new interior display was an 
immediate increase of demand for the ceramic 
fish, a demand which continues to maintain itself. 
In fact, the owners now report, they have some 
difficulty keeping their stock up to the demand. 


“CORNY” ADS GET RESULTS 










Mad at Your Husband? 


WE RECOMMEND: 


Most folks who wake up famous 
ain't ever been asleep 


Huntsman’s Riteway 


Sweet Young Thing: "I like guys with blue 
Hardware 


eyes and green backs!” 











ELKO, NEV.—An ad with jokes instead of 
specials pays off in added readership and more 
sales impact for Huntsman’s Hardware store 
here. 

The unusual ad, instead of carrying the usual 
hardware specials, contains jokes—and the read- 
ership is greatly increased, a store spokesman 
said. 

As a sample, a typical ad contained a cartoon, 
and such one-liners as: 

“Sweet young thing: ‘I like guys with blue eyes 
and green backs.’ ” 

“Most folks who wake up famous ain’t been 
asleep!” 

Corny?... Sure. “We’re the first to admit the 
jokes are corny,” a firm official said. “In fact, 
lots of people come in and tell us how corny the 
jokes are—they usually buy something at the 
same time.” 








He says he drop- 

ped a dime into 

one of the nail 
bins. 
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TOURISTS BUY GIFTS 


.. . at Hardware Store in Wide-Open Territory on Way to Resorts 


Ace Hardware 
Torrington, Wyoming 


LTHOUGH Torrington, Wyo- 

ming (pop. 3,200), is located 

in the middle of wide-open range 

country with no decided tourists 

attractions, Ace Hardware store 

is drawing over 900 tourists into 
their store annually. 

Road signs advertising their 
imported giftware items and an 
attractive window have been the 
major factor in gaining this 
trade. 

Irv and Florence Larson, hus- 
band-wife owners, have an in- 
tense interest in these travelers, 
thus a large map of the United 
States hangs prominently in 
their store. Black pegs mark the 
home town of everyone register- 
ing for which a register is pro- 
vided. 

Tourists enjoy checking the 
register for names of friends 
and relatives who may have 
gone through previous. 

This friendly interest by the 
Larsons not only results in many 
sales but they receive mail or- 
ders long after the tourist sea- 
son is over from as far away as 
California, Minnesota and Ohio. 

“In our giftware department, 
we try to carry a representative 
line of foreign imports which 
move well,” stated Larson. “The 
line of party papers and table 
napkins are very good for im- 
pulse buyers.” 


ad 





MORE THAN 900 TOURISTS annually stop at Ace Hardware located in the 
middle of wide-open range country in Torrington, Wyoming, to purchase gifts 
and the black pegs spotted on the large map pin-points the many places in the 
United States from which they have come. Arrow (above) points to the 
location of Torrington. 
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EXAMINING THE TOURIST REGISTER which they maintain in their gift- 
ware department are Ace Hardware owners Irv and Florence Larson. A 
representative line of foreign imports which move well is featured in the 
above photo. 
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Leaders Say Toy Business to Boom 


“The toy industry this year will break the retail sales record of a 
billion and a half dollars that was set in 1957,” says Robert W. Mues- 
sell, president of both the Toy Manufacturers of the U. S. A., Inc., 
and the South Bend Toy Manufacturing Company of Indiana. 

Muessell based his prediction on the continuing ingenuity of all 
makers of toys and said that more than 350 million toys are expected 
to be sold in 1958. 

This year manufacturers are concentrating on instructional and 
development value of toys, toys that contribute towards the inspira- 
tional and emotional growth of children. The industry plans to 
stress that parents recognize there is a “right toy” for a child at 
the “right age.” 

According to Muessell, business will be highly competitive but 
good. A survey shows the industry expects toy business to rise over 
the 1957 figure on the strength that population increases are bound 
to be reflected in greater toy sales. 

Safety and quality have become the watchword of the industry. 
Plastics, paints, hair, rounded wooden corners and smoothed edges 





will be the trade marks of American-made toys in 1958. 


Coming Toy Events in the West 


M. SELLER COMPANY of 
San Francisco will hold a toy 
show during the week May 18- 
23 at their own display rooms, 
1400 Folsom Street, which will 
be their initial showing of their 
1958 toy line. The company 
is also planning additional toy 
shows later this summer but no 
definite dates have been set at 
this time. 


FREDERICK C. WOLF & 
SON INC. annual toy show is 
slated to open June 9 and run 
through June 14 in the com- 
pany’s showrooms at 2102 Pacific 
Ave., Tacoma, Wash. 


UNION HARDWARE & 
METAL COMPANY held an 
open house on May 4 at their re- 
cently expanded toy sample room 
at the company’s headquarters, 
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and in addition put into action 
a mobile display coach which is 
traveling to the customer’s place 
of business featuring many lines 
of toys. 


MARSHALL - WELLS COM- 
PANY is planning to hold their 
annual toy show June 15 in its 
Portland warehouse. Their ad- 
dress is 1420 N.W. Lovejoy 
Street, Portland, Ore. 


WESTERN MERCHANDISE 
MART TOY, JUVENILE & 
WHEEL GOODS MARKET will 
be held in San Francisco May 18- 
23. More than 500 leading toy 
manufacturers’ products will be 
on display primarily on the ninth 
floor of the “Mart” which is the 
home of the toy distribution in- 
dustry in this area. This is the 
most comprehensive display of 


toys, juvenile and wheel goods 
in permanent showrooms in the 
West. Toys will also be featured 
at the Western Gift & House- 
wares Show in the “Mart” Aug. 
3-6. 


M. SELLER COMPANY of 
Portland, Ore., will stage their 
primary toy exposure and house- 
wares show starting June 8 and 
ending June 18. The showroom 
will be open from 8 a.m. until as 
late as 12 midnight every day 
of the 10 show days. The dates 
were established to tie in with 
the annual Rose Festival in Port- 
land. 


ZORK HARDWARE COM- 
PANY of New Mexico has sched- 
uled the opening of its toy 
sample showroom June 1 and will 
remain open until the first week 
of October. The show room will 
be located at the company’s 
headquarters, 1414 12th Street 
N.W., Albuquerque. 


BLATT DISTRIBUTING CO. 
will hold their first toy show 
May 11. The company’s address 
is 712 S. Santa Fe, Los Angeles. 


SAN FRANCISCO will play 
host to toy exhibitors and buyers 
at the Gift, Glass, Jewelry, Toy, 
Stationery & Housewares Show 
at the Civic Auditorium Aug. 
3-6. 


PORTLAND: Toys will be 
among the featured items to be 
shown at the Public Auditorium, 
Plaza and Benson Hotels, Aug. 
10-13 as part of the Portland 
Gift Show. 


SEATTLE: The Civic Audi- 
torium, Olympic and New Wash- 
ington Hotels, will host toy ex- 
hibitors from Aug. 17-20 during 
their annual Gift Show. 


SPOKANE: Toys will be shown 
at the Gift Show to be held here 
from Aug. 24-26 at the Daven- 
port Hotel. 


THE NORTHERN WHOLE- 
SALE HARDWARE at Port- 
land will hold their special toy 
show to coincide with the Port- 
land Rose Festival, June 11-15. 
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Tots 'Ambushed' by Knee-High Display of . . . 


SIX-SHOOTERS AND HOLSTERS 


Village Hardware Company, Aurora, Colorado 


HENEVER toy sales at Vil- 

lage Hardware Company, in 
Aurora, Colorado, fall off below 
the point which owners Leslie 
and Milton Tappan consider sat- 
isfactory, they fall back on an 
unusual promotional stunt which 
always brings volume up. 

This “‘cure-all” is a huge win- 
dow display devoted entirely to 
cap pistols and holster sets 
which immediately goes into Vil- 
lage Hardware’s main display 
window. As shown, the 8 foot 
window, at knee level “down 
where the youngsters can see the 
contents,” shows no less than 36 
cap pistols in price ranges all 
the way from $1.89 to $6.59. Dis- 
played in row after row, each 
holster set is plainly marked 
with a colorful black and white 
identifying sign, the display 
kept brightly lighted during 
evening shopping hours and can 
be depended upon to stop plenty 
of traffic. “We have found that 
the cap pistol display will bring 
the youngsters all the way 
across a 300-foot parking lot,” 
Milton Tappan said. “And each 
youngster is likely to tell an- 
other of the big display which 
results in crowds after school.” 

The Tappan brothers hit on 
the idea of using the big pistol 
display when the store began 
querying parents as to what toy 
held the most interest for their 
children. Almost invariably toy 
pistols were the answer, and 
consequently the Colorado hard- 
ware dealers determined to do a 
“bigger and better job” with 
pistol merchandising. 

“The most surprising result of 
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all is the fact that it isn’t un- 
usual for a mother to walk in 
with a little boy already wearing 
a holster set and a pair of west- 
ern six-shooter cap guns and buy 
him another, more expensive 
set,” Milton Tappan said. “We 
have had at least a dozen in- 
stances of this nature during 
1957, all caused simply by the 
clamor of the youngster for a 
bigger, more colorful holster set 
than the one he is wearing.” In 
the big self-service department 
directly behind the window, Vil- 
lage Hardware Company chose 
the products of five more manu- 
facturers in the cap pistol bra¢ck- 
et, some of them priced up to 
$10.00. Sales are spread evenly 


through all price brackets due 
largely to the presence of better- 
income families in the immedi- 
ate neighborhood. 

“We sell holster sets the year 
around and during Christmas, 
we can hardly keep them 
stocked,” Tappan said. ‘The im- 
portant thing is that the big cap 
gun display has an impressive 
effect on youngsters and their 
parents alike, bring people into 
the toy department who other- 
wise would have paid no atten- 
tion to the store and usually 
creates so many impulse sales 
that we can restore toy volume 
back to normal in the matter of 
a few days after the gun display 
goes into operation.” 





TOY SALES BOOM when Village Hardware Company of Aurora, Colorado 
falls back on the above window display of six-shooters and holsters aimed at 
making the neighborhood youngsters drool with desire. 
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GIFT PRODUCTS 








156 — MAGIC HAND PUPPET KIT 
that instantly changes Don Diego to 
ZORRO by the use of additional items 
—the ZORRO mask, hat, sword, and 
cape. Hand puppet set is attractively 
colored in black, red, blue and gold 
and mounted on illustrated handle 
card.—Gund Manufacturing Company 








157—SUPER-SIZE cook and bake set 


ae F 17 pieces. Teakettle, cake 
turner, mixing spoon, fry pan, pres- 
sure pan and double boiler are deco- 
rated with red enamel handles. Alum- 
inum set also includes several large 
size cake pans, loaf pan and roaster. 
—Mirro Aluminum Company 





158—I NDOOR OR OUT bowling 
game for dad and lad is made of 
white-enameled, rock-maple. Pins are 
9” high and 134” in diameter and are 
supported on a sturdy, red and blue, 
¥%,” tubular steel frame. Vinyl ball, 
scoring pad and rules are included.— 
South Bend Toy Mfg. Co. 
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159—POWER BOAT merchandiser 
display made of aluminum includes 
18 battery-powered toy boats. All 
boats lonk and run like real speed 
boats. All- wood construction and 
waterproof glues are used throughout 
for maximum seaworthiness, and 
motor is factory tested.—Wico 





160—TRUCK AND BOAT TRAILER 
combination reflects the current boom 
in boating. Truck features massive 
hood, dual headlights, wrap-around 
windshield and color variety. Body 
is made of heavy-gage steel, chro- 
mate finished plated surfaces and 
baked enamel.—Tonka Toys, Inc. 
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161—BICYCLE LIGHTS accent new 
flight styling. Turn type switch is 
located on top of the light and also 
serves as a hold-down for the chrome 
bezel. Axle model attaches directly 
on the axle bolt by removing and 
then replacing axle nut.—Seiss Man- 
ufacturing Co. 





162—HOBBY HORSE molded of dur- 
able vinyl sports a realistic Western 
saddle 25” high and 41” long and 24” 
wide. Spring action gives a rock- 
ing, bouncing action-packed ride for 
youngsters 1 to 7. Mounted on choice 
of metal or chrome base.—Wonder 
Products Co. 





163—RAINBOW SCOUT roller skates 
have brilliant red steel wheels and 
straps with blue ankle pads, or yel- 
low steel wheels and ankle pads with 
glistening black straps. Rainbow 
Scouts combine dramatic eye-appeal 
and high quality.— Chicago Roller 
Skate Co. 





é. 





164—“LI'L STINKER” is the world’s 
smallest ready-to-fly model airplane. 
This tiny bi-plane has a wing span 
of 10” and a fuselage 9%”, and 
weighs 21 grams. High-impact, tough 
plastic body is virtually indestructi- 
ble. Powered by the Pee Wee .020 
engine—L. M. Cox Manufacturing 
Company 
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165—ATOMIC CANNON, the largest 
field piece in the U. S. Army, contains 
266 individual pieces in a kit that can 
be assembled into two gun trans- 
porters, gun carriage and gun. Over- 
all length is 26 inches. Kit is scaled to 
1/40 of actual size—Adams Action 
Models, Inc. 








166—RACING SULKY presents the 
spirit and excitement of harness rac- 
ing. The Sulky is a replica of the 
real thing, drawn by a “life-like” 
thoroughbred. A pedal chain drive, 
at the driver’s seat, provides the mo- 
tivation to flash across the finish line. 
—Rempel Mfg. Co. 


168—ROCKET AND MISSILES pano- 
ramic group displayer shows the Dart, 
Talos, X-17 and Little John in action 
against a 3-dimensional background. 
Coordinated 3-D merchandise banners 
feature die-cut pop-out silhouettes of 
the missiles. Publicity packet  in- 
cluded.—Revell, Inc. 


171—AUTOMATIC PLAYER DRUM 
has built in rhythm. Without musical 
training, youngster can produce au- 
thentic marching rhythm by simply 
turning handle on side of instrument. 
Golden drum has colorful emblem and 
reinforced metal frame.—Emenee In- 
dustries Inc. 





169—THE FIREBOLT is a toy gun 
with two-way action. Gun has a flip 
selector switch permiting gun to fire 
loud chattering bursts from a vibra- 
sonic sound chamber, or it can fire 
caps with smoking action. A moving 
firebolt gives the gun realism.—Mat- 
tell, Inc. 





167—VAN & ROAD TRACTOR fea- 
tures a removable van body over flat 
bed trailer. Stake trailer & road trac- 
tor has detachable stake sides. Both 
models come in white, yellow, red or 
blue polyethylene bodies, black plastic 
wheels and metal axels.—The Barr 
Rubber Products Co. 


28 


170—HI-FIN TWIN bicycle dual head- 
lights has auto type visors, big sweep- 
ing fins and dual reflectors. Equipped 
with sturdy double brackets for center 
handlebar or fender mounting. The 
light operates with four standard 
flashlight batteries. — Delta Electric 
Company 


172 — TWINBAR CANTILEVER 
frame bicycle is available in 20”, 24” 
and 26” models. Other features in- 
clude “swept-wing” chain guards with 
upswept design similar to rear fen- 
ders of some new automobiles. Rear 
carrier features curved luggage re- 
tainer.—The Westfield Mfg. Co. 


173—ROCKET RIDER AND SLIDE 
has an all 2” frame with beauty black 
steel housing connectors and ground 
gripper stakes. Overall length is 
92” and takes up 146” x 137” ground 
space. Other features include extra 


heavy chains and plastic covered 
rings.—K iddie-Gym 
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WINDOW A 


WINDOW B 


IN-STORE 





ADVERTIS- 
ING 


FOR 
ADDITIONAL 
PROMOTIONS 


SPECIAL 
DATES 
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FIRST WEEK 


May 31-June 6 


OUTDOOR 
(Cont.) 


FUN 


Springtime Is Gift Time 
FATHER’S DAY GIFTS 


FATHER’S DAY GIFTS 
Feature power and 
hand to power 


ment, barbe es, etc.) 


OUTDOOR FUN 
Cont.) 


REFRIGERATORS AND 
FREEZERS AND AIR 
CONDITIONING 
EQUIPMENT 


GRADUATION AND 
WEDDING GIFTS 


mt) 


June 1-30— Portable 
Radio Month 


| 


| 


SECOND WEEK 
June 7-13 


UPGRADE THE HOME 
WITH PAINT 


FATHER'S DAY GIFTS 


UPGRADE THE HOME 
WITH PAINT (Fea 
t paints of a 
types, brushes, r 


FATHER'S DAY GIFTS 


) 


REFRIGERATORS AND 
FREEZERS AND AIR 
CONDITIONING 
EQUIPMENT (Cont 


GRADUATION AND 
WEDDING GIFTS 


Cont 


CANNING DEPOT 
Feature items for prep 
aration of fruits anc 
vegetables, jars, 

and freezer packages 


ind freezers) 


ANCHORS AWAY... 
WATER PLEASURE 
AHEAD (Feature boats 
outboard motors, water 
kis, skin diving equit 

boat and dect 


chairs. lifeiackets. et 


ment, 


June 8-14 — Nationa! 
Flag Week 


THIRD WEEK 


UPGRADE THE HOME 
WITH PAINT 


VACATION TRIPS 
AND RECREATION 


VACATION TRIPS 
AND RECREATION 


Feature iggage, 
portable radios, auto 
ame and 

port- 

tdoor 


UPGRADE THE HOME 
WITH PAINT (Cont 


REFRIGERATORS AND 
FREEZERS AND AIR 
CONDITIONING 
EQUIPMENT (Cont ) 


CANNING DEPOT 


ANCHORS AWAY 
WATER PLEASURE 
AHEAD... (Cont.) 


HOT WEATHER NEEDS 
(Feature air condition- 
ng equipment, freez- 
ers 


and refr gerators, 


fans pest controls, 


etc) 


June 14—Flag Day 


June 15—Father’s Day 


FOURTH WEEK 


June 21-27 


VACATION SPORTS 


VACATION TRIPS 


AND RECREATION 


VACATION SPORTS 
Feature boat supplies, 
fishing supplies, camp- 
ing eauipment, guns 
etc.) 


UPGRADE THE HOME 
WITH PAINT (Cont.) 


REFRIGERATORS AND 
FREEZERS AND AIR 
CONDITIONING 
EQUIPMENT (Cont.) 


HOT WEATHER NEEDS 


nt) 


L 





June 22-28—National 
Swim for Health Week 


June 29-July 6— Na- 
tional Safe Boating 


Week | 
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ENTER 2-PART CONTEST 


No matter what size store you operate you will have a chance to 
win one of the six prizes offered by HARDWARE WORLD in the 
Springtime is Gifttime promotion. 

It is not necessary to use any of our posters or ad mats in order 
to win. However, the slogan “Springtime is Gifttime” must appear 
in either the windows or in the advertisements sent in for the 
Merchandising contest. You can also use variations of the windows 
suggested in the April Issue of HARDWARE WORLD. 

For the window Contest send photo (snapshot is acceptable) and 
attach full information (name of store, address and name of person 
responsible for window design if you want such recognition). Send 
in as many photos of separate windows as you want. All photos will 
be judged solely on originality and sales effectiveness rather than 
on size, expense involved, or elaborate props, giving everyone a 
chance to win. 


For the Merchandising Contest, samples of newspaper ads, direct- 
mail pieces, copy of radio or TV commercials should accompany a 
brief description of your campaign which should outline everything 
you did to create business through advertising or special events such 


as demonstrations, premium distribution, special costuming of em- 
ployees, etc. 


At the time of going to press many orders have been received for 
the merchandise Kit which was fully explained in the April issue. 
This is gratifying enough to assure us that Western retailers will 
want us to present another special promotion at a later date. Let 
us hear from you about this idea and let us know what type of 
items you would like to see worked up into a Merchandising Kit. 





$ $ 


WIN ONE 
OF THESE 
CASH PRIZES 


$ 


WINDOW DISPLAY 
CONTEST 
Ist PRIZE .......$25.00 
2nd PRIZE ....... 15.00 
3rd PRIZE ....... 10.00 


MERCHANDISING 
CONTEST 
Ist PRIZE .......$25.00 
2nd PRIZE ....... 15.00 
3rd PRIZE ....... 10.00 














EASY-TO-FOLLOW CONTEST RULES 


1—Contest is open to all retailers 
engaged in the hardware business in 
the 11 Western States (California, 
Oregon, Washington, Idaho, Nevada, 
Utah, Arizona, Montana, Wyoming, 
Colorado, New Mexico), Alaska and 
Hawaii. 


separately marked with your name, 
store, and address. When sending 
photos, be sure to insert cardboard 
in envelope to protect photo. Also 
mark on envelope, “Photo, Do Not 
Bend.” 

3—All entries must be postmarked 





2—You are eligible to submit as 
many entries as you wish in both 
classifications (Window Display Con- 
test, and Campaign Contest) and 
eligible for cash prizes offered in both 
classifications. Each entry should be 


not later than midnight July 1, 1958. 
Send them to SPRINGTIME IS GIFT 
TIME Contest Editor, HARDWARE 
WORLD, 1355 Market Street, San 
Francisco 3, California. 

4—All entries become sole property 


of HARDWARE WORLD and _ will 
not be returned. 

5—The decisions of the HARD- 
WARE WORLD judges will be final. 

6—Announcement of winners will 
be made in the August, 1958, issue of 
HARDWARE WORLD. Prizes will be 
mailed to winners simultaneously. 

7—Employees or relatives of em- 
ployees of HARDWARE WORLD 
and other divisions of the Chilton 
Company are not eligible. 
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JUNE PROMOTIONS 





VACATION 
TIME 


Schedule: June 14-27 


OBJECTIVE—Vacationers spend millions of 
dollars every year in the West. Vacationers live 
in every community in the country. Your own 
customers will be spending plenty of their money 
to enjoy themselves this summer, either on vaca- 
tions or on weekend trips or even one-day out- 
ings. Let them all know that your store can serve 
them well for their vacation needs. 


WINDOW—This window is designed to give a 
festive spirit, although it doesn’t take too much 
time or money to trim it. Erect two posts with 
a small platform connecting them at the bottom 
and a 1”x2” board across the top. On this top 
strip put bunting, cloth or paper. Use bunting 
or crepe paper on the platform and striped crepe 
paper around the posts. Cut out a large circle 
from plywood or cardboard and fix it up to look 
like the wheel of fortune. Go to your nearest 
travel agency or hotel and get enough different 
travel folders to place on the wheel as shown. 
You can make the arrow out of a small piece of 
wood and attach cardboard cut as shown at each 
end. Use a paper cardboard sign attached to 
post to complete the wording: “Where you go... 
Go with the latest!” Display luggage on plat- 
form and suspend lanterns from the top. Show 
all types of vacationing equipment as well as pic- 
nic and camping supplies. Also throw in a few 
beach toys. 


DIRECT MAIL AD—You might arrange with 
your travel agency to supply you with folders to 
insert with a letter which starts out with the 
window slogan: “Where you go... Go with the 
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latest!’”” Then mention in your letter a few of 
the things that can be found in your stock and 
tell your customers that they can find many more 
items at the store. As an alternate idea you can 
use a postcard from some resort. You can have 
a short message printed on the back, something 
like: “If you come up here or any other resort, 
be sure you have the latest vacationers equip- 
ment and supplies. It would be a good idea to 
check with ........ Hardware before you pack 
up your gear.” 


RADIO OR TV AD—Commercial could start 
out with: “Going some place this summer? 
Wherever you go... Go with the latest! And 
you can get the latest equipment and supplies 
no matter what kind of a trip you plan to take 
Re oe Hardware.” If you are running a 
TV commercial, set up a display of your equip- 
ment similar to that shown in the window. Take 
a little time to point out many of the items. 


NEWSPAPER AD—Your local newspaper will 
have mats that will suggest vacationing. Use 
this with the same slogan as used in the window. 
Show illustrations of many of the items along 
with prices. 
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241—STRIKING TWO-COLOR die- 
cut card which mounts on lawn mower 
handle for point-of-sale impact is de- 
signed for dealer use. Display creates 
a three-dimensional effect by means 
of pop-out panel. Display piece high- 
lights feature of Johnston mower.— 
Johnston Lawn Mower Corp. 


CBN . 3 fe 


242—PORTABLE POWER TOOLS 
display shows off power tools, drills 
and accessories. Sides and front are 
made of grained birch, finished with 
a clear hard lacquer. Pricing slot 
runs across face of shelving accom- 
modating standard pricing markers. 
—Porter-Cable Machine Company 








243—KNIFE SHARPENERS pack- 
aged on eye-catching card which has 
complete plastic protection. Three- 
color cards carry complete sales story 
on front to step-up impulse sales with 
directions for installation and use on 
back of card.—The New England Car- 
bide Tool Co., Inc. 
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Merchandising Aids 








244— COMBINATION PACKAGE 
consisting of two new advanced de- 
sign Wave Sprinklers and an attrac- 
tive three-color display for counter or 
window. One Model 2-S-1 Sprinkler 
is included as a demonstrator at a 
special low price. “4-Pac” dealer price 
$30.88.—H. B. Sherman Mfg. Co. 






om 


245 — IMPULSE MERCHANDISER 
Jet-Aerator display stand includes a 
six-prong wire rack. The attractive 
Day-Glo display rack forms a complete 
Jet-Aerator department in one com- 
pact unit. Rack is provided free as a 
part of Deal “4X.”—Melard Manu- 
facturing Corporation 
ALLENS 
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246 — CARDED RACK ASSORT- 
MENT of Allenco garden hose noz- 
zles, spray, couplings, menders, 
siamese and gooseneck, a total of 51 
units, each individually bubble-packed 
on cards. The pre-priced unit pack 
includes counter-rack display for im- 
pulse selling.—W. D. Allen Mfg. Co. 


247—SYNTHE-WOOD, wood mender, 
display carton is attractive green and 
yellow. Holds 12 four-ounce cans. It 
is designed for impulse buyers. A 
tear-off window at the bottom front 
of the display reveals two cans of 
Synthe-Wood at a time, dispenser 
style-—Ambroid Co. 
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248—GREEN SPOT COUNTER 
RACK for carded lawn sprinklers and 
watering accessories takes up only 
164,” by 1142” and stands 22',” high. 
Comes with a small, basic assortment 
of 15 items—two sprinklers, fan 
sprays, nozzles, washers and hose re- 
pair items.—Scovill Mfg. Co. 





249—FULL VISIBILITY from any 
position in the store is achieved with 
this three-leg display stand for Dex- 
ter locks. Legs have non-marking 
rubber tips. Large capacity shelves 
hold as many as 15 locks in full view. 
Takes 5', square feet of floor space. 
—Dexter Industries, Inc. 
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250—HOME MASKING TAPES dis- 
play holds three dozen pre-packed 
rolls of “Scotch” brand masking tape 
and converts into a self-feeding dis- 
play with special how-to illustrations 
of masking tape application. Occupies 
less than square foot counter space.— 
Minnesota Mining and Mfg. Co. 





\} 
251—TV ANTENNA HARDWARE 
store display unit is sturdy rack hold- 
ing packages of everything necessary 
from standoffs to chimney mounts. A 
total of 26 different hardware accesso- 
ries is included. Designed for quick 
visibility and selection for self-ser- 
vice.—Television Hardware Mfg. Co. 
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253—"“FIVE IS ALL YOU NEED” is 
the slogan describing True Temper’s 
concept of stocking and selling ham- 
mers. Five grades of nail hammers 
covering five price ranges is said to 
enable dealer to take care of virtually 
every customer’s needs.—True Tem- 
per Corporation 
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254—TWO-WAY DISPLAY for pre- 
cut packaged welded chain can be 
used as self-service unit on counter 
or in the aisle. Unit packed with 
3/16” and 4” chain in 10’, 15’, and 
20’ lengths and 5/16” chain in 10’ 
and 20’ lengths.—Campbell Chain Co. 





255—LAZY SUZY revolving dis- 
player presents 48 garden hand tools. 
Painted in gay coral, following tools 
are offered: trowels (12), forks (3) 
transplanters (9), cultivators (9), 
diggers (6), tilling and cultivating 
hoes (3), weeding hoes (3), raking 
hoes (3). Unit is 28” high; weighs 
3% I\bs.—Village Blacksmith Com- 
pany 





ENTER "SPRINGTIME IS 
GIFT TIME" CONTEST 


See page 30 for details on how to 
enter the 2-way contest and also how 
to cash in on six weeks of gift sales. 
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256—SILENT SALESMAN metal dis- 
play rack is designed for eight spray 
guns and is made of heavy wrought 
iron with welded screen and black 
“Parkerized” finish that will not cor- 
rode. Special clips hold sprayers in 
place.—Hayes Spray Gun Co. 





257—SIGN RACK that is only 9%” 
wide x 10” high x 8” deep can be 
placed on counter, hung on Peg Board, 
or picture hanger. Holds 15 signs di- 
vided into five compartments. Made 
of rustproof wire with baked enamel 
finish—HY-KO Products Company 





258—VICTOR AUTOMATIC electric 
garage door opener is an 18” x 20” 
counter display with an electric light 
flasher that simulates actual opera- 
tion of garage door opener. Two color 
display package for complete opener. 
—Yonkers Industries, Inc. 
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PATENT 
APPLIED FOR 


JACK NUT 


Holds Fixtures Securely On 
Hollow-Core Flush Doors 








Now, for the first time, you can 
sell a fastener which holds mirrors, 
racks, shelves, kickplates, etc., 
securely on wood or metal hollow- 
core flush doors. Only 3/8” expan- 
sion space required. And the weight 
Jack Nuts will hold is limited only 
by the strength of the door. J 























WORKS IN EXPANSION SPACE AS SMALL AS %” 


Anchorage is safe, permanent, cannot pull through. 
Fixtures can be removed and replaced in the same nut. 
Neat in appearance. Will not disfigure door or mar the 
finish. Jack Nuts are self-adjusting to grip any material 
from 0” to 3/8” thick. As easy to install as A-B-C with 
screwdriver and standard screw. 
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A ry B 
DRILL HOLE | RUN IN SCREW | FIXTURE CAN BE 
AND INSERT | UNTIL IT TURNS} REMOVED AND 
JACK NUT. | FAIRLY HARD. | REPLACED IN 








SAME NUT. 
@ Only , the size of next smallest hollow woll 
fastener on the market. 
@ The only blind fastener that pulls up to 0” thick. 
ness and holds securely in sheet metal. 
® By the makers of famous Molly Screw Anchors. 


ae) ASK YOUR JOBBER FOR MOLLY JACK NUTS 
WRITE FOR FREE LITERATURE 


MOLLY 


CORPORATION ¢ READING, PA. 
For Details Circle 17 on INQUIRY CARD 











LOOK! Smo-o-o-th Edge 









Wright Weldedge Hardware Cloth 


has strength and rigidity . . . heavy gal- 
vanizing . . . uniform and smooth edge .. . 
unrolls straight and flat. 2x 2,3x3,4x4 
and 8x8 mesh. 


Available from jobbers everywhere 


— <WRIGHT> — 


G. F. WRIGHT STEEL & WIRE CO. 


WORCESTER, MASSACHUSETTS 


Sales Office and Warehouse: 
909 Santa Fe Ave., Los Angeles, Cal. 














For Details Circle 18 on INQUIRY CARD 





ALL POSITION 


CHECK 


For steam, hot or cold 
water, oil, gas and compounds. 


Sensitive... Noiseless 


Designed for rugged service. These valves 
are also available with rubber poppets for 
use with air or cold water. Sensitive in 
operation. Work in any position. Made 
in seven sizes, 200 lbs. pressure. Won’t 
stick. We will design special Check 
Valves. Tell us your needs. 


Write today for Bulletin 1002, or 
telephone Harrison 3313 today. 













INC. 





STRATAFLO PRODUCTS, 


FORT WAYNE, INDIANA 


Write for 
FREE Catalog. 





For Details Circle 19 on INQUIRY CARD 
HARDWARE WORLD 


























STORE OPERATIONS 





259— MIRA- 
MESH display 
unit is attractive 
and versatile 
sturdy iron and 
steel mesh panel 
that fits against 
walls, is free 
standing in win- 
dows or on floors 
or with pedestal 
stand. Panels and 
shelves are avail- 










































































able in a variety 
of sizes. In- 
creases display 
area of window 
space — Wyrefab, 
Inc. 





260—MARLITE PEG-BOARD is plas- 
tic-finished in a variety of patterns 
including nine pastel colors, seven 
woodgrains, and six marbles. Func- 
tional as well as decorative, panels 
will appear as accent in living rooms, 
as pin-up walls in children’s rooms, 
as room dividers, as backs of shadow- 
boxes for displaying art objects or 
hobby craftsmanship.— Marsh Wall 
Products, Inc. 





261 — “PAINT-BUGGY” is a deep 
tray stock picker designed for the 
handling of cans and cases of paints 
in store. Built to carry all the weight 
that can be loaded on it. Aluminum 
angle frames form the chassis with 
one-half inch fir plywood bottom shelf 
and upper box. “Paint-Buggy” is 
light, easy rolling and maneuverable. 
—Rol-Away Truck Mfg. Co., Inc. 
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262—HORIZONTAL PAINT MIXER 
will accept four quarts without adapt- 
ers. Mixer is equipped with shock- 


absorbing springs no bolting 
down. Powered by 1/3 hp motor. Will 
accept circle seal style cans. Attrac- 
tively finished in flecked green. Mixer 
is 184.” wide, 18” long, 17” high and 
weighs 132 lbs.—Miracle Paint Re- 
juvenator Co. 


10-KEY CALCULATOR 


A 10-key calculator that adds, sub- 
tracts, multiplies and divides, weighs 
only six pounds. The BDC Contex is 
manually operated, but has no “han- 
dle” in the ordinary sense. Its actuat- 
ing bar is similar to the motor bar on 
electric machines. It is depressed with 
the palm of the hand, without remov- 
ing the fingers from the keyboard. 
Manufactured by Bohn Duplicator 
Corporation. 

For Details Circle 263 on INQUIRY CARD 


ON-THE-SPOT DISPLAY SIGNS 


Even small retailers can benefit 
from “contact advertising” with dis- 
play signs printed on-the-spot in 
minutes with the Line-O-Scribe ma- 
chine. Machine eliminates waiting for 
outside service to produce display 
signs. Letter spacing is automatically 
correct. Handles cards up to 22” x 
28”. The Morgan Sign Machine Co. 

For Details Circle 264 on INQUIRY CARD 
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265—NEW TYPE COUNTER mer- 
chandising display contains one dozen 
rotary mower files. Each file comes 
in a sturdy plastic case with a con- 
venient hang-up hole. Instructions for 
use are printed on the back of each 
case. Retail selling price of files is 98 
cents.—Nicholson File Company. 





266 — TURQUOISE DISPLAY 
STAND in sturdy plastic is offered 
retailers with two colorful assort- 
ments of O-Cedar mops. Six each of 
Cellulose yarn mops, Carousel mops 
and plastic Dura-Brooms, or six each 
of Triangular cotton mops, plastic 
Dura-Brooms and Triangular polish- 
treated mops are pre-packaged in 
stands and shipped in single carton.— 
O-Cedar 





267 — TRUCKLOAD OF TOOLS 
carries five each of a dozen different 
items including diogonal, long nose, 
slip joint and waterpump pliers, ad- 
justable wrenches, levels and sets of 
chisels, sockets, saws, drills and in- 
terchangeable screwdrivers. Tools 
ride high in miniature truck 19” long, 
17” high and 9%” deep.—Oxwall Tool 
Co., Ltd. 
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Merchandise Now In The News 














125—PLASTIC PLANT MARKERS 
made in two sizes, 4%” x 18” tee 
stake and the 1” x 12” vertical stake 
feature a total of 18 square inches of 
marking space. Pencil markings on 
the white plastic surface remain leg- 
ible permanently regardless of season. 
For re-use, simply remove with scour- 
ing powder and mark again.—Life- 
time Markers 
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126 — “HANDGUARDS” DISPOS- 
ABLE GLOVES comes in transpar- 
ent, natural pink, aqua, yellow, black 
and white colors. Sizes available are 
small, medium and large and comes 
in flat packs of eight and rolls of 20 
and 100 gloves. Gloves provide pro- 
tection against paint, water, grease, 
dirt and other substances.—Plastic- 
smith, Inc. 
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127—PUNCH ’N GRO is a new con- 
cept in plant starter kits. It need only 
be punched with a pencil and watered. 
Comes in a wide choice of flowers in 
pastel-colored plastic kits. Kit is filled 
with a special nutrient media to in- 
sure deep-green plants with vigorous 
roots, making it easy to grow for 
children and parents. — Northrup 
King. 


128—NUFIN KIT for refinishing fur- 
niture contains remover, finish, clear 
coat and applicators. Restores any 
painted, varnished or lacquered sur- 
face in a matter of minutes bringing 
back the original finish and appear- 
ance. Finish contains stain and hard, 
durable plastic coating which resists 
salt, moisture, heat, etc.—Jiff Chemi- 
cal & Manufacturing Co. 
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129—SILICONE SLICK SPRAY lub- 
ricant is designed for a multitude of 
household uses. Spray provides a clear 
lubricating film which is greasless and 
not harmful to fabrics, paint, metal 
or wood surfaces. Ideal for freeing 
sticky doors, windows, drawers, etc., 
while at the same time eliminating 
squeaks and other objectionable noises 
due to friction.—Glidden Company. 





130—T RU-FRAME ALUMINUM 
screens for metal casements fit over 
90 per cent of windows in most areas. 
Screen has a one-piece frame, and is 
constructed to give years of service. 
Comes in widths from 16%” to 224%” 
and three heights from 23%” to 
484%". A complete selling program 
with a minimum screen inventory.— 
Rudiger-Lang Co. 
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131—PROTECTIVE COATING for 
metals is weather-resistant and is 
ideal for use in the home and for 
automobiles. Coating provides a 
tough, non-yellowing, invisible film 
with outstanding resistance to 
weathering, salt spray and abrasion. 
Coating dries hard and clear in ap- 
proximately 15 minutes. — Eastman 
Chemical Products, Inc. 





132—PLASTIC LAWN EDGING is 
made of specially compounded vinyl 
plastic. The green color of this cor- 
rugated lawn edging is built in to 
beautify the lawn and neatly outline 
flower beds, driveways and trees, from 
grass lawn areas. Available in 25- 
foot and 50-foot lengths, 4” wide. 
Easy to install and completely safe. 
—Supplex Company 
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133—CONTOUR SCRIBER aims to 
help you do a professional job at 
home and at work in fitting linoleum, 
tile wood, plastics, sheet metal, etc. 
Obstructions and fancy cutting prob- 
lems such as around pipes, cabinets, 
door sills and frames are simply and 
quickly overcome without removing 
any molding. Tool is adjustable to 
12%,”.—Charles Machine Company 





134—ROASTING 


PAN 
weight kitchen aid without seams 
eliminating hard to clean corners. 


is a light- 


Highly polished interior promotes 
even roasting, and its practical size 
comfortably accommodates a 24- 
pound turkey or other meats of sim- 
ilar size. Enables housewives to save 
expenses and working time.—Mason- 
ware Company 
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135—M AGNA-HEAD HAMMER 
holds the nail in position while start- 
ing it—thereby freeing one hand for 
other work. Allows single-handed 
nailing on roofs, scaffolds, ladders, 
bridges, catwalks, ete. Magnet is 
guaranteed for the life of the ham- 
mer.—Royal Line Products, Inc. 








136—SHURE-SET is a multi-purpose 
tool designed for both hammer-in 
fastening work and for drilling into 
such brittle materials as face brick 
or tile. After removing drill, the same 
tool can be used for driving fasteners 
directly into materials.—Olin Mathie- 
son Chemical Corporation 





137—WATER POWERED lawn and 
hedge trimmer attaches to an ordi- 
nary garden hose. It’s four-inch, ro- 
tary blade, turbine-driven at speeds 
up to 6000 rpm, has four cutting 
edges which clip off grass and twigs 
on contact. Handle has built-in con- 
trol valve.—Master Specialty Co., Inc. 
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138—BASKETWEAVE PATTERN 
is a feature of tempered hardboard 
recently introduced on the market. 
New “weave” design is ideal for ac- 
cent walls, wainscots, doors, counters 
or displays. The smart and attractive 
pattern is embossed during manufac- 
ture.—Simpson Logging Company 


MARK MFG. CO., Inc. 


No.66-(POWER-WASH) CAR WASHER 
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139—“POWER-WASH” is the name 
of this washing device that has doz- 
ens of household uses as well as being 
a perfect car washing tool. “Power- 
“Wash” attaches to a regular garden 
hose. Brush is made of soft plastic, 
does not scratch paint or remove wax 
from car finish—Mark Mfg. Co. 





140 — BRICK-STIX aluminum discs 
can be affixed to almost any surface 
and will hold climbing vines upright 
or in espalier position. Discs are ap- 
plied with furnished permanent ce- 
ment that will adhere to all types of 
surfaces—brick, plaster and wood.— 
Pioneer Sales Company 
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141—SNOW-LITE COOLER is a 
portable food and beverage cooler 
lined with high impact plastic. Comes 
in three popular sizes and with a 
choice of colors: patio pink, charcoal 
gray and hunter green. All models 
are fully lined with inch-thick Fiber- 
glass.—The Coleman Company, Ine. 
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142—DRIVEWAY GUIDES made of 
rustless aluminum protects lawn 
from ugly ruts. Stimsonite reflectors 
on both sides are clearly visible day 
or night. Comes in 20” size with 1” 
red reflectors, 30” with 134” reflec- 
tors and 36” with 3” reflectors.—Dun- 
can-Morris Company 


L ee” 
143—WINDOW-TYPE COOLER is 
equipped with recirculating pump 
and air volume control. Unit comes 
in three sizes: 3000CFM, 4000CFM 
and 4500CFM. Features include con- 
trol panel of lustrous metal finish in 
striped pattern, accented by colored 
switch buttons.—Palmer Mfg. Corp. 





144—SELF-LEVELING brass glides 
for hardwood furniture legs. Glide is 
functional and attractive as it pro- 
vides a flat base for the leg and adds 
style, glamor and beauty. The glide 
is easy to attach and is finished in 
brushed brass.—Barton Wood Prod- 
ucts, Inc. 


145—QUICK-WEDGE screw-holding 
screwdriver holds, starts and drives 
the screw. The blades are spring 
steel, handles are shockproof, fire- 
proof, unbreakable Tenite II. Does 
away with fumbling and dropping 
screws while trying to insert in hard 
to reach places.—Kedman Company 








146—SHELF-A-MATIC is an adjust- 
able shelf track that allows shelves 
to be raised or lowered almost auto- 
matically by push buttons. Ideal for 
use in bookcases in homes, schools, 
libraries and offices. Also ideal for 
show cases, wall and kitchen cabinets. 
—Shelf-A-Matic 
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Multiply 
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backs you with | your rental 
prospects 





PAINT IT WH powerful advertising in 


: | | 3 3 
; ’ 
i 








Fast turnover on a 40% profit 
ine 


ee case © Sales-stimulating displays | ! 


_ wives: 






© Eye-catchinglabel...winner | 
of C.S.M.A. aerosol award 


© Top quality . . . the pioneer 
is still the pace setter 


© Best-seller colors, Crystal- 
Clear and Varnish Sprays 


L j 
Here’s a new rental machine that does the work of 2 for the price of 1. 


KRYLON, INC. Converts from floor maintenance work to rug scrubber in only 3 minutes 


NORRISTOWN, PA. ... greatly increases rental possibilities. The JW12 rents for 
For Details Circle 20 on INQUIRY CARD 








Call your jobber or write 


| Another speciat from WIE 


t 
| RE D TAG PROMOTION 
Ra” 
ally costs less than competitive, one- 


/ ; ; ' purpose scrubbers. Makes big hit with 
i ; | customers (especially women) because 
it handles: easily, stows between car 


b| : Attachment for adjusting 
is seats, gives floors, rugs and carpets brush to deep pile 


© Floor polishing, waxing, buffing, scrubbing, steel wooling 


Peas. « 






@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
| can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and al! other attachments, actu- 


~ 
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{ | air of professional care. For full story of rugs and carpets. 
= © | on this easy-to-rent Holt JW12, mail - 
= ——- £ | coupon now. 


7-PC. BRASS ENSEMBLE SALES AND SERVICE CENTERS IN MAJOR CITIES. 


peak about Wilshire’s extra-special | , MANUFACTURING CO. 
“RED TAG PACKAGES” | HWE BETTER FLOOR MACHINES 
Complete with Ad Mats! | ee 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. K-5 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 





Write tor exciting 12-page 
RED TAG CATALOG with the 


hottest values ever offered! 


Please send me details on Holt JW12 for rental use. 





NAME POSITION. 


MFG. C0. an 


ADDRESS. -_ 














4865 SAN FERNANDO ROAD WEST «+ 10S ANGELES 39, CALIFORNIA 
For Details Circle 21 on INQUIRY CARD For Details Circle 22 on INQUIRY CARD 
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147—SEA-GRO is an all-organic nat- 
ural sea product designed to aid 
growers of everything from flowers 
and fruits to vegetables and lawns. 
As a food supplement Sea-Gro pro- 
motes greater health in cattle and 
poultry. Froduct is also used as a pet 
food.— Wright Feeds 





148—SNAPIT ‘“‘MINUTE LAMP 
KIT” is a simple lamp converter 
which can be installed into fancy 
bottles and jars. Includes a 6 ft. 
socket cord set on which there can 
be installed a series of three corks 
which fit necks of different bottles.— 
Cable Electric Products 





149—ALL-PURPOSE DRIVER SET 
contains six magnetized screwdrivers 
packaged in a plastic bag. Unbreak- 
able amber plastic handles are shock- 
proof and molded to fit hand. Tem- 
pered alloy steel blades are twist- 
proof and electronically hardened.— 
Great Neck Saw Mfrs., Inc. 
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150—CUT NIPPERS with jaws that 
can be removed, reground and ad- 
justed, or replaced are offered with 
Tungsten Carbide tips for extra long 
life. Jaws are secured in toothed 
seats by screws and may be removed 
and ground after becoming worn.— 
The L. S. Starrett Company 





151—DELUXE AQUA GUN _ hose 
nozzle has a threaded adapter which 
allows user to attach dozens of water- 
ing devices to the gun, giving him 
perfect spray control with a simple 
squeeze of the handle. Made of non- 
corroding zinc, stainless steel and 
brass.—Melnor Industries, Inc. 


152—BRICKLAYERS’ HAMMER 
features Vinyl-Nylon cushion grip, 
forged one-piece tool steel, and per- 
fect balance and grip for tamping, 
cutting and trimming stone and brick. 
There are no welds, joints or pins to 
loosen or break, and handle won’t 
dent.—Estwing Mfg. Co. 








153—KOOL KAN has 3% gallon ca- 
pacity and comes in insulated and 
non-insulated. Has dome top snug 
fitting friction type cover, fully re- 
cessed push-button faucet and sta- 
tionary handles. Available in sizes 
up to 10 gallons.—United States Steel 
Corporation 





154—POCKET TAPE designed for 
contractors, engineers, builders and 
surveyors features heavy chrome- 
plated case with sure grip edges. The 
10-foot tape premium steel blade has 
jet-black markings and graduations 
on snow-white background. — Evans 
Rule Company 





155—LAWN RAKE features chrome- 
plated spring which braces teeth to 
rake heavy litter better. Spring clip 
reinforces one-piece tubular socket. 
Teeth are tempered for long flex life 
and have 22” spread and 2” raking 
depth. Handle is fire hardened.—True 
Temper Corporation 
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174—"“SWEEP-STYLE” design ham- 
pers are wider at top than at the bot- | 
tom, yet provide greater interior ca- 
pacity. Top of hampers are poly- | 
urethene-cushioned and sides have 
gold-plated towel holders. Series in- 
clude upright and bench hamper and 
wastebasket.—Pearl-Wick 








175—ALL-PURPOSE PRESSER will 
not scorch or burn any fabric. No 
pressing cloth is necessary. Tempera- 
ture is automatically controlled. Ideal 
gift for students, career girls, service 
men and women who want to press 


aa a | Boo nto Nn Patterns Only 3298 


open stock value 5.60 


Patrician Solid Colors ony 


open stock value 4.25 








Now you can start your customers on special Patrician 
place settings (extra-large dinner plate, cup and saucer) 
and automatically make them continuous open stock buyers. 
Start with place setting sales of 2.98 or 3.98 ... and sell 
$20 or more at open stock prices! 


It’s Boontonware’s special introductory offer on Boonton 
Patrician, the dinnerware that defies breakage. Backed 
by national advertising to spur demand; local ads to direct 
sales your way. Stock up for vigorous volume. Order today! 





penses fuel to light coke, charcoal and 


wood fires. Colorful in gold and black, ® 
lighter holds 10 ounces, is designed Wate 
with six-inch angle spout of seamless | 


tubing. Spout has an open-close con- finest of all Melamine dinnerware 
trol valve in brass tip.—Eagle Manu- —— 


facturing Co. 


BOONTON MOLDING CO., BOONTON, N. J. 
For Details Circle 24 on INQUIRY CARD 
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‘CAMPBELL 
HALL M. 


is permanently identified 























From now on when you sell any of the four 
grades of Campbell Chain listed below, you 
and your customers will always know the 
make, grade and length of every piece. The 
grade and make are permanently recorded 
where they are most needed . .. right on the 
chain itself! Get complete information on 
all of the outstanding sales advantages 
that make Campbell the chain line for you 
to sell. 







































CODE SPECIFICATIONS 
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COLOR-CODE 
“MEASURE-MARK” 





GRADE MARK» 


Proof Coil Chain P 


GRADE 
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id, Ore., Seattle, Wash. 
Francisco, Calif. 
pre-cut, packaged cha 
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177—THE TOTER is a home and 
garden “work-saver” combination 
handtruck and wheelbarrow. This 
lightweight “carry-all” is designed to 
take the heavy work out of common 
household chores. Rubber-tired 
wheels accommodate a large capacity 
steel container. Colorfully painted to 
complement home environment.— 
Well-made Metal Products Company 
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178—“TEN HIGH” PLANTER is 
suitable for homes, offices and outdoor 
uses. Has 10 movable brackets or 
arms in three lengths from 54,” to 
14”, and 40” high. Brackets are made 
of rolled steel to resist sagging, and 
will hold standard size flower pots. 
“Ten High” is brass plated for en- 
during beauty.—Keenline Equipment 
Corp. 


SCREEN DOOR LATCH 


This screen 


latch 
by P. & F. Corbin needs no preinstal- 
I 


and storm door 


lation mortising. It installs quickly 
by boring a 1%” hole in the wood or 
aluminum door, then inserting the as- 
sembly. Features a lock which pre- 
vents a person from automatically 
locking himself out. 

For Details Circle 179 on INQUIRY CARD 


ROSE FOOD TABLET 


A concentrated rose food in tablet 
form clean, economical and easy to 
use. They dissolve instantly—one tab- 
let making one gallon of feeding so- 
lution. Tablet is product of Stim-U- 
Plant Laboratories, Inc. 

For Details Circle 180 on INQUIRY CARD 
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NUMBER ON INQUIRY CARD, PAGE 48 


ELECTRIC TRAIN CATALOG is- 
sued by The Lionel Corporation de- 
scribes and illustrates a versatile and 
extensive line of trains made to sell 
from $25 to $100. All sets in this 64- 
page catalog are new with the ex- 
ception of Lionel’s pastel train set 
for girls. Featured are the HO line 
which includes a rolling stock of 40 
cars, many of which have never be- 
fore been seen in HO. Sixteen of the 
sets come with Super “O” track. New 
units include an Executive Inspection 
car which is an actual model of a 
station wagon adapted for rail travel. 

For Details Circle 211 on INQUIRY CARD 


“CUTAWAY” BROCHURE on 
worksaver line of rider-walkie trucks 
is offered by the Yale & Towne Man- 
ufacturing Company. The 14-page 
brochure uses sectionalized views and 
a system of unique die-cut pages to 
disassemble the lift truck to point 
out its operating features. 

For Details Circle 212 on INQUIRY CARD 


UNIVERSAL BRACKMASTER for 
quick and permanent solution to prob- 
lems calling for a speedy, secure, cor- 
rosion-resistant clamp is described in 
this four-page catalog sheet issued by 
the Aeroquip Corporation. Also in- 
cluded are engineering and ordering 
information, 

For Details Circle 213 on INQUIRY CARD 


HOUSEWARE PRODUCTS catalog 
intended for use as the standard re- 
tail store referral piece during 1958 
for merchandise managers, houseware 
buyers and retail sales people is 
issued by Rubbermaid Inc. Catalog 
illustrates every houseware product 
in the Rubbermaid line in full color. 

For Details Circle 214 on INQUIRY CARD 


EXTRUDED ALUMINUM 
SCREEN DOORS are described and 
illustrated in a catalog sheet issued 
by Yancey Company. Three models, 
the “Economy,” “Standard” and the 
“Deluxe” screen doors are covered. 

For Details Circle 215 on INQUIRY CARD 


MAY 1958 


SPECIAL WASHERS for indus- 
trial application are described in this 
16-page catalog issued by the Joliet 
Wrought Washer Company. In addi- 
tion to showing the complete line of 
washers, the booklet covers useful 
weight and diameter tables, gage 
tables and decimal equivalent tables 
of special interest to purchasing and 
stockroom personnel. 

For Details Circle 216 on INQUIRY CARD 


ROTOGRAVURE TOOL CATALOG 
is a handy 48-page booklet issued by 
The Stanley Works that includes new 
hand tools and engineering changes in 
the popular lines. Tools are graphi- 
cally described along with valuable 
pointers and shortcuts on tool appli- 
cation. 

For Details Circie 217 on INQUIRY CARD 


woed-boring tools 


1 COmPaRT, WikmINETON. OO 


WOOD-BORING tool catalog issued 
by the Irwin Auger Bit Company is 
designed to help dealers save order- 
ing and selling time. Included in the 
24 pages are wood bits, special pack- 
aging and point-of-sale displays, rec- 
ommended use for each tool, along 
with balanced stock recommendations. 
For Details Circle 218 on INQUIRY CARD 





COLOR HARMONY BOOK pub- 
lished by the American - Marietta 
Company shows more than 3000 dif- 
ferent color combinations—with em- 
phasis on modern trends in decora- 
tion. The volume, 260-pages, is availi- 
able to customers on a loan basis by 
paint dealers, can be taken home for 
leisurely study, in planning color 
schemes for walls, woodwork, car- 
pets, upholstery and drapes. 

For Details Circle 219 on INQUIRY CARD 


CORRECT USE AND MAINTE- 
NANCE of agricultural tires for farm 
and industrial use are described in 
this 32-page product catalog issued by 
B. F. Goodrich Tire Company. Catalog 
carries helpful articles on liquid 
weighing of tractor tires, the use of 
wheel weights, mounting and de- 
mounting, maintenance, the use of 
tractor tire solution equipment, etc. 

For Details Circle 220 on INQUIRY CARD 


PEERLESS DYNAFLO submersi- 
ble pump that features an eccentric 
stainless steel rotor rotating in a 
concentric abrasion-resistant hard 
rubber stator is described in a bul- 
letin offered by Food Machinery and 
Chemical Corporation. Also included 
are construction and performance de- 
tails and specifications. 

For Details Circle 221 on iNQUIRY CARD 


CURTAIN AND DRAPERY 
HARDWARE catalog is a 24-page 
booklet that illustrates and describes 
the Newell Company line. including 
the Super-Glide deluxe traverse rods. 
Also described are curtain rods and 
accessories, cafe curtain hardware, 
and all rings, tapes, tools, weights, 
etc. 

For Details Circle 222 on INQUIRY CARD 


TENITE POLYETHYLENE resins 
and how they can be used to make a 
variety of functional and attractive 
plastic products are covered in this 
36-page book published by Eastman 
Chemical Products, Ine. Illustrations 
are in full color and black and white. 

For Details Circle 223 on INQUIRY CARD 
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the most 
successfully promoted 

products 
in the world.. 






UTILITY 
BASKETS 


At a touch...ex- eta 
clusive miracle- oye y 
mesh links change 
shape instantly. 
Used daily as a 
salad and vege- 
table washer, 
blancher, colan- 
der, trivet, fruit 
and flower holder, 
etc., etc. 






Drainer 


In tremendous 
demand! World's 
most useful bas- 
ket! 


<_ e 


Retail 


High quality steel, double 
hot tin dipped for lasting 


protection. Deep Fryer 
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Steam Cooker 


MOULI Manufacturing Corporation 
91 Broadway — Jersey City 6, N. J. 
Phone: HEnderson 5-7267 
For Details Circle 25 on INQUIRY CARD 


[Larson] 
Simplify | Stock Only the 
Middle Price Clamp Line! 


All steel “C” Clamps... strongest by test and 
breakproof. Deep jaw; bright zinc finish; fine 
pressure threads; large eyebolt permits extra 
leverage. 


SQUARE WASHERS 


Clamp will not 
creep or turn. 


Attractive selling display 
packed in ea. doz. Wt.7 Ibs. 


Order from your jobber to- 
day or write for catalog 
on complete line. 











NO THREADS HERE— 
Bolt slides in and out. 






















1. Push bolt against ma- 
terial to be clamped. 

2. Spin Speednut back to 
lock against clamp. 

3. Turn bolt as in ordi- 
nary clamp to tighten. 

To unclamp, loosen bolt, 

push bolt in against ma- 























7 sizes, 1"—9". Speednut and 
square washers furnished only 


toward material, pull bolt 
on 3", 4", 6" and 9" sizes. 


away to loosen. 


Write today for colorful literature and prices 


CHAS. O. LARSON CO. 
STERLING « ILLINOIS 


For Details Circle 26 on INQUIRY CARD 
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terial, spin speednut | 
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NOW. .. restyled with eye-catching pre-priced 
bags or labels to sell faster for you. 









Modern as Tomorrow this Kellogg 2-way 


pegboard display can be used on a counter — an excellent vehicle 
for displaying all household brushes, and your other related 

cleaning aids as well — or as a wall display. Either way, 

it will pull in sales — and profits! 


FREE — with Assortment No. 4706. 
Brushes packed assorted in popular home-decorator colors. 


Order from your wholesaler 


Kellogg @ Brushes 


KELLOGG BRUSH MFG. CO., Westfield, Mass. 


For Details Circle 27 on INQUIRY CARD 





TWO GARDEN ITEMS THAT SELL! 


WATER 





BUBBLER 
The one unique gadget you screw 
on a hose for deep irrigation with- 
out washing. 


Write for Current Price Lists and Sales Folders 
GARDEN PRODUCTS DIVISION 


HTurfgrassi,}Farm 


HOSE STAKE 
At last, an answer to damaged 
flower beds and broken hoses. 


— 4961 E. 22nd — Tucson, Ariz. 








For Details Circle 28 on INQUIRY CARD 





A real help 
for salespeople 


CHINA & GLASS 


By H. 9. Wilson 


This 56-page booklet reveals sales and merchandising 
ideas for all types of dinnerware, glassware and table 
accessories. It me gives the historical background, man- 
ufacturing methods and window and in-store display 
ideas. 

Get this excellent sales aid, today. Send 25 cents for 
each booklet to . 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street San Francisco 3, Calif. 











For Details Circle 29 on INQUIRY CARD 
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CONTEX CALCULATOR that 
automatically adds, subtracts, multi- 
plies and divides and is portable, is 
described in a four-page folder is- 
sued by Bohn Duplicator Corporation. 
Calculator weighs just six pounds and 
can be carried in briefcase by busi- 
nessman on the move. Can be used 
for payrolls, expense accounts, verifi- 
cation of records, average daily bal- 
ances, cashier’s totals, profit and loss 
statements, etc. 

For Details Circle 224 on INQUIRY CARD 


INDUSTRIAL FASTENERS are 
described in this catalog on die cast 
and molded nylon units. The eight- 
page catalog published by Gries Re- 
producer Corporation features a spe- 
cial section on injection molded nylon 
fasteners, including machine screws, 
headless set screws, screw insulators 
and bushings. 


For Details Circle 225 on INQUIRY CARD 


DOOR CLOSERS and door closer 
parts catalog has been prepared by 
the Norton Door Closer Company. 
The catalog contains a detailed sec- 
tion for each type of door closer in 
the company’s line as well as selec- 
tions dealing with brackets, arms, and 
closer parts. 

For Details Circle 226 on INQUIRY CARD 


WATER SYSTEM RELIEF 
VALVES are described in a four-page 
bulletin issued by Mansfield Sanitary, 
Inc. Folder lists two models for pres- 
sure only protection in cold and hot 
water lines, and for both tempera- 
tures and pressure relief. 

For Details Circle 227 on INQUIRY CARD 


TWINE CATALOG, a 48-page pub- 
lication in color issued by the Co- 
lumbia Rope Company, explains how 
a wide latitude of kinds and sizes 
of high quality twines are made from 
fibers. Booklet describes strength, 
yardage, appearance and price, the 
important factors of strength, knot 
strength and package break. 

For Details Circle 228 on INQUIRY CARD 


WROUGHT IRON GIFT ITEMS 
are described and illustrated in this 
eight-page catalog issued by Ideal 
Wire Works, Inc. Included are such 
items as serving tray, waste basket, 
magazine rack, telephone stand, rec- 
ord holder, wall shelf, table, vanity 
chair, aviary, etc. 

For Details Circle 229 on INQUIRY CARD 


PIPE AND TUBING TOOLS are 
described and illustrated in an eight- 
page catalog and price sheet issued by 
The Erie Tool Works. Items include 
heavy duty wrenches, yoke pipe vise, 
tubing cutter, drophead ratchet 
threaders and stilson wrenches. 

For Details Circle 230 on INQUIRY CARD 
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SILICONE MASONRY WATER 
REPELLENTS are outlined in this 
booklet offered by the General Elec- 
tric Company. The booklet is designed 
to bring retail dealers up to date on 
silicone masonry water repellents and 
is titled “How to Boost Your Sales 
and Profits with Silicone Masonry 
Water Repellents.” 

For Details Circle 231 on INQUIRY CARD 


“INSIDE HIGH FIDELITY” is the 
title of this 16-page booklet offered 
by Sylvania Home Electronics as an 
aid to dealers in explaining high fi- 
delity phonographs to consumers. 
Booklet is offered free to consumers 
through Sylvania distributors and 
dealers. 

For Details Circle 232 on INQUIRY CARD 


DRAGON-SKIN, an all-steel sand- 
paper, is described and illustrated in 
a two-color catalog sheet issued by 
Red Devil Tools. Photographs and line 
drawings explain how Dragon-Skin 
sands, rasps, and shapes woods, plas- 
tics and soft metals. 

For Details Circle 233 on INQUIRY CARD 


SMALL ENGINE _ IGNITION 
PARTS are described in a 28-page 
catalog with a buyers guide index, 
illustrations of ignition parts and the 
various engine specifications and ap- 
plications, is offered by Wells Manu- 
facturing Corp. 

For Details Circle 234 on INQUIRY CARD 


LUSTRO-WARE CATALOG, a 12- 
page spring edition in color, is offered 
by Columbus Plastic Products, Inc., 
showing more than 200 plastic house- 
wares. Included are 15 new products, 
the majority of which are molded of 
polyethylene plastic. 

For Details Circle 235 on INQUIRY CARD 


HAND TRUCKS catalog sheet is- 
sued by Angelus Wrought Iron il- 
lustrates and describes six types of 
hand trucks. Economy, handy, indus- 
trial, household, utility and light duty 
commercial. 

For Details Circle 236 on INQUIRY CARD 


PREMIER CATALOG issued by 
The National Ideal Company deals 
with poultry and stock farm equip- 
ment. Featured are new items of 
automatic equipment plus improve- 
ments in many other lines. 

For Details Circle 237 on INQUIRY CARD 


PORCELAIN METALWARE for 
every practical and beautiful purpose 
is described and illustrated in a bro- 
chure issued by Daher Company, Inc. 

For Details Circle 238 on INQUIRY CARD 


FLOOR AND WINDOW SQUEEG- 
EES of all types, handles, poles and 
associated items are described in this 
catalog supplement issued by W. J. 
Dennis & Company. 

For Details Circle 239 on INQUIRY CARD 





BOOKS—For Sale or Resale 








FIREPLACES AND BARBECUES, 
both indoor and outdoor, are treated 
in detail in this book entitled “How 
to Plan and Build a Better Fireplace,” 
published by The Majestic Co., Inc. 
Book contains over 200 illustrations 
and contains complete information on 
planning, materials and erection of 
fireplaces and barbecues. Emphasis is 
placed on potential “do-it-yourself” 
projects, with step-by-step procedures 
given for laying foundations, erecting 
masonry fireplaces, etc. Price, $1.00. 
For Details Circle 240 on INQUIRY CARD 


NEW CONCEPTS IN INTERIOR 
DECORATION are featured in a 28- 
page idea book offered by Formica 
Corp. Titled “New Decorator Ideas by 
Formica,” the plastic-bound book con- 
tains 43 full-color illustrations—dec- 
orator’s sketches and actual color 
photographs of attractively decorated 
rooms. Also included are room lay- 
outs, color keys and a full sampling 
of all 72 Formica colors and patterns. 
Price, $1.00. 

For Details Circle 271 on INQUIRY CARD 


“DANGERS IN THE KITCHEN” 
is the title of this 16-page, two-color 
publication suggested as a “goodwill 
giveaway” for business firms. Cost is 
25 cents per copy. Published by Amer- 
ican Visuals Corporation, the book 
points out simple precautions to in- 
sure safety in the kitchen. These con- 
cern how to safely handle knives, can 
openers, graters, slicers, choppers, 
slippery floors, ete. 

For Details Circle 272 on INQUIRY CARD 


“TAX SAVING FOR HOMEOWN- 
ERS,” by J. K. Lasser Tax Institute, 
16-page, two-color publication is of- 
fered by American Visuals Corpora- 
tion at 25 cents per copy. Booklet 
aims at families squirming under the 
burden of real estate taxes, mortgage 
payments and other joys of home 
ownership. Publisher suggests booklet 
to business firms as a goodwill give- 
away. 

For Details Circle 273 on INQUIRY CARD 
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Corning 
Consumer 
Products 
Manager 


G. Douglas 
Hillier 





SAN FRANCISCO — The Corning 
Glass Works in the Western district 
announced the appointment of 
G. Douglas Hillier as consumer prod- 
ucts sales manager. Hillier will make 
his headquarters in the Merchandise 
Mart here and will be responsible for 
directing activities of five sales rep- 
resentatives in the new 860,000 
square mile district. 

Succeeding Hillier in his former 
position as Los Angeles sales repre- 
sentative is M. R. Crockett, who had 
a similar position in the Denver, 
Colo., area. 


Johnston 
Mower 

Appoints 
New V.P. 


Samuel O. 
Briggs 





Samuel O. Briggs has been ap- 
pointed executive vice president and 
director of marketing for the John- 
ston Lawn Mower Corporation, 
Brookhaven, Miss. Briggs, who has 
30 years’ experience in the power 
mower industry, was manager of 
lawn mowers for the Sunbeam Cor- 
poration for the past year. 


Awarded Republic Franchise 


SALT LAKE CITY, Utah — The 
Salt Lake Hardware Company here 
has been awarded a Republic Steel 
Kitchens franchise covering all of 
Utah plus portions of Idaho, Wyo- 
ming, Oregon, Arizona and Nevada. 
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Gates 
Rubber 
Names 
Manager 


David A. 
Taylor, Jr. 


DENVER, Colo.—David A. Taylor, 
Jr., has been named merchandising 
manager of the automotive and hard- 
ware sales divisions of the Gates 
Rubber Company here. 

From 1955-57, Taylor was_ sales 
manager of the Estwing Manufactur- 
ing Company, rejoining Gates last 
fall. He had previously been em- 
ployed in the Gates advertising de- 
partment from 1948-54. 


Blisscraft 
Sales 
Manager 
Appointed 


F.. 3. “Mac” 
McElwain 





GARDENA, Calif—F. J. ‘Mac” 
McElwain has been promoted to sales 
manager of the entire California ter- 
ritory by Blisscraft of Hollywood, 
manufacturers of more than 50 
“Matched Design” plastic house- 
wares. 


Maytag Regional Managers 


LOS ANGELES—Two new regional 
managers, Kelley M. Lord and Alan 
R. Taylor assumed territories within 
the Maytag West Coast Company and 
will serve Maytag dealers in this 
area. 

Lord has been engaged in wholesale 
and retail appliance sales work in this 
area for the last 10 years while Tay- 
lor has been employed in the whole- 
sale electric appliance field for the 
last 12 years in Canada and Califor- 
nia. 





Millers 
Falls 
Sales 
Manager 


Vincent C. 
Giffen 





Vincent C. Giffen has been ap- 
pointed hardware sales manager by 
the Millers Falls Company of Green- 
field, Mass., and will make his head- 
quarters at the company’s home office. 
Giffen will be in charge of domestic 
sales for Millers Falls line of hand 
and power tools through hardware, 
building supply and other non-indus- 
trial sales channels. 


Hamm-Weller Sold 


LONGMONT, Colo.— The Hamm- 
Weller Hardware Company, which cel- 
ebrated its 50th anniversary in April, 
1957, was sold to Morgan Richards 
of Lakewood, who assumed active 
management last Jan. 2. 

The new owner was recently asso- 
ciated with the Martin Aircraft plant 
near Denver and before that, had 
several years’ experience in the retail 
paint business. 

Richard Hamm, son of the original 
owner, P. E. Hamm, had managed 
the store since 1935. 


McCulloch Service Rep 

LOS ANGELES—Guy Kennedy has 
been named field service representa- 
tive for McCulloch Motors Corpora- 
tion, manufacturer of chain saws. 
Kennedy recently completed training 
at the company’s headquarters here 
and will assist distr:butors and deal- 
ers throughout the United States with 
their service and service training pro- 
grams. 


Kalamazoo Sales V.P. 


F. Earl Martin, sales manager of 
the Kalamazoo Sled Company, Kala- 
mazoo, Mich., has been elected vice 
president in charge of sales. 
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Marshall- 
Wells 
Names 
Manager 


A. C. 
Thompson 





PORTLAND — A. C. (Tommy) 
Thompson, has just been promoted to 
merchandise manager of the major 
appliance division of the Portland 
house of Marshall-Wells Company ac- 
cording to an announcement issued 
today by O. E. Stevens, general man- 
ager. Mr. Thompson comes to Port- 
land from Duluth, Minnesota where 
he served in a similar capacity. 

Before his association with Mar- 
shall-Wells Company, Thompson was 
district manager of the major appli- 
ance division of Westinghouse Elec- 
tric Company in Pittsburgh and also 
branch manager of the major appli- 
ance division of Westinghouse Elec- 
tric Supply consumer products divi- 
sion here for six years. 


Wholesale Firm Started 
In Stockton by Viebrock 


STOCKTON — A new wholesale 
house, Viebrock Metal Products, Inc., 
has been opened here. F. M. Viebrock, 
who had been associated for many 
years with Austin Brothers Hardware 
Co. before it was sold to Thompson 
Diggs this year, is president of the 
new firm. 


Other company officers are: Isabel 
R. Viebrock, vice president and trea- 
surer; J. Calvert Snyder, secretary; 
and Merle Baldwin, office manager. 
The outside salesmen are I. L. Spayd 
and James F. Page. 

The territory covered is Central 
California from Fresno to Chico, also 
San Ramon Valley and the Mother 
Lode area. The firm will carry domes- 
tic and imported items of general 
hardware and merchant steel com- 
modities. 


MAY 1958 





P&K CLUBS TO MEET AT ARROWHEAD SPRINGS 





CONVENTION COMMITTEE for the forthcoming annual convention of the 
Associated Pot & Kettle Clubs of America huddle at Arrowhead Springs Hotel, 
site of the 1958 business and fun session scheduled for June 22-26. The com- 
mittee consisting of members of the host Los Angeles club are from left, 
George Wilcox, George P. Wilcox Co., general chairman; Larue Farlo, Miss 
58 Convention; Harry Johnston, H. M. Johnston & Associates, food chairman; 
and Mel Wulls, Howard Manufacturing Co., liquid refreshment chairman. 
Arrowhead Springs is nestled in the Pleasant San Bernardino Mountains. 


BAY AREA, CAPITOL P&K CLUBS BRIEFED ON OLYMPICS 





1960 WINTER OLYMPIC GAMES was the subject at a San Francisco and 
Sacramento Pot & Kettle Club joint meeting held in the capitol recently. 
Guest speaker was State Senator Harold Johnson who told the members how 
California will benefit from the games which will be held in Squaw Valley of 
the Sierra Nevadas. Among those present were, from left, Millard Eichman, 
treasurer, Sacramento; Dick Grannis, San Francisco P&K president; Robert 
Masterson, program chairman; Senator Harold Johnson, Robert Taunt, Sac- 
ramento president; Stanley Morgan, secretary; and Gordon Nelson first vice 
president. 


Who's Superstitious? Not Valley Hardware Store 


MONROVIA, Calif.—According to a news item in the Monrovia News Post, 
Paul Finkenbiner, manager of the Valley Hardware Store here is not super- 
stitious. The store was thirteen years old on March 27 and it was commemor- 
ated with a 13th Anniversary sale. Large painted letters on the window 
brazenly advertised the event. The window display featured houseware items, 
dinnerware and kitchen accessories. 
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PART OF THE THOUSAND Home Town hardware dealers, their wives and 
key store personnel who attended the Northern Wholesale Hardware Company 
Annual Merchandise Show. Many manufacturers’ representatives and factory 


experts were at the displays to give dealers information about their latest 
items. 


36th Convention and Show 
Held By Home Town Hardware Group 


PORTLAND—The Northern Wholesale Hardware Company, 805 N. W. 
Glisan Street, held their 36th Annual Convention and Merchandise show on 
February 16-18. 

Approximately a thousand Home Town hardware dealers, their wives and 
key store personnel attended this annual event which was held at the firm’s 
wholesale quarters. 

There were several business meetings, panel type discussions, and merchan- 
dise clinics held. The annual stockholders meeting was held Tuesday afternoon. 
Members of the Board are: President—T. H, Dingle, of Dingle’s Hardware, 
Couer d’Alene, Idaho; vice-president—H. F. Peterson of Grayson-Brown Hard- 
ware, Seattle; secretary—William Mutton, St. Helen’s Hardware, St. Helens, 
Oregon; treasurer—R. W. Lakin, Prineville Hardware, Prineville, Oregon; 
chairman—George Dobson, Renton Hardware, Renton, Wash. Other directors 
are Ed Bell of Bell’s Hardware, Klamath Falls, Oregon, and Frank Guy, Guy’s 
Hardware, Dallas, Oregon. 


A. D. Foss, general manager and executive vice-president of Northern was 
host to members of the dealer-owned hardware wholesale company. All the 
stockholders are located in Washington, Oregon, Idaho, Montana and Alaska. 
The Home Town hardware stores, each independently owned, are located in all 
principal cities and towns throughout the area served. 








Hirte Glamour Rep 


PORTLAND — The F. H. Hirte 
Company has been appointed exclusive 
representatives for the Glamour 
Glass Wall-Dor Corporation of Chi- 
cago, Ill., for their Glamour and Sun- 
light slidmg glass patio doors and 
by the McLeete Company of La 
Grange Park, IIl., of their Ventwood 
awning brackets. Hirte will cover 
Oregon, Washington, Idaho, British 
Columbia and Canada. 
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Housewares Show Change 


SAN FRANCISCO—The Western 
Gift and Housewares Association has 
changed the dates of its Western 
Gift and Housewares Show from July 
21-25 to August 3-6 to coincide with 
the San Francisco Gift, China and 
Glass Show also held in the Western 
Merchandise Mart. 

The three-day event will be high- 
lighted by a housewares trade dinner 
Aug. 4. 


Branch Store Trend 
Continuing 


The trend for opening a second 
retail hardware store is continuing in 
the West. 

TUCSON, Ariz.—The B. & R. 
Hardware firm has opened a branch 
store at *57 E. Broadway, featuring 
the same type of merchandise as in 
the main store at 934 E. Speedway. 

Morry Becker, owner, stated that 
growth of business has necessitated 
the second store. Walter Thompson, 
associated with the firm for 10 years, 
will be service manager for both 
stores. 

For the sixth straight year Becker 
has won the General Electric award 
for selling the greatest amount of 
GE products in the State. The prize 
is a trip to Europe this year, which 
Mr. and Mrs. Becker will take in 
April. 

GARDENA, Calif.—The Village 
Paint and Hardware Co. opened their 
second store at 14071 Vermont Ave- 
nue, here. Owners Albert and Miriam 
Panster have operated the original 
store at 11423 Crenshaw Boulevard 
in Inglewood for 10 years. All told 
they have been associated with the 
paint and hardware business for more 
than 16 years. 

Barry Panster, their son, will man- 
age the Gardena store. 


Western 
Rep For 
Millers 
Falls 


William R. 
Woosley 





LOS ANGELES—William  R. 
Woosley has been appointed sales 
representative for the Millers Falls 
Company in Northern California. 
Prior to joining Millers Falls, Woos- 
ley was district manager for the Skil 
Corporation of Chicago from 1948 to 
1958. 


Marsh Goodyear Distributor 


LOS ANGELES—The Murray B. 
Marsh Company here has been named 
distributor of Goodyear Tire & Rub- 
ber Company vinyl and rubber floor- 
ing products for an eight-state Pa- 
cific Coast and Pacific Northwest 
area, The company will provide sales, 
service and warehousing facilities for 
all Goodyear flooring products in 
California, Arizona, Idaho, Montana, 
Nevada, Oregon, Utah and Washing- 
ton. 





New Coroaire V.P. 


J. Leonard Johnson has been ap- 
pointed vice president and general 
sales manager of the Coroaire Heater 
Corporation of Cleveland, Ohio. 
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IMP Creates V.P. Post 


Francis E. Holbrook has been ad- 
vanced to the newly created position 
of vice president in charge of mar- 
keting of International Molded Plas- 
tics, Inc., Cleveland. Holbrook joined 
the company 10 years ago as sales 
manager. 





$100,000 CLUB MEMBER 
DENVER—C. B. Hiester (right) of 


The Morey Mercantile Co., receives 
Steuben crystal vase and congratula- 
tions from M. R. Crockett, sales rep- 
resentative, and J. H. Miller, district 
manager of Pyrex Sales, Corning 
Glass Works, on becoming member 
of the Pyrex $100,000 Club during 
1957. To be a member of the club, 
distributor must order over $100,000 
worth of Pyrex ware from Corning 
during year. Shortly after the photo 
was taken Mr. Crockett was trans- 


ferred to Los Angeles to work in the 
Southern 
Corning. 


California district for 





MEET THE WINNERS 
R-V LITE WINNERS show the 


prizes they won in the “Survey Your 
Way to Mexico” contest. 


Maurice S. Walworth (right), Zim- 
merman’s 12-Mile Store, Gresham, 
Ore. Both won complete sets of reg- 
istered wood and irons and pro golf 
bags. Looking on in the center is 
Fred E Johnson, Glenn E. White Co., 
Redwood City, Calif., R-V Lite rep- 
resentative. 
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They are | 
Cecil Lafferty (left), salesman for | 
Hunt and Mottet, Tacoma, Wash., and | 





TAYLOR MADE CHAIN is 


tape-measured 
and COlor-coded 


e Fast, Accurate 
Measurements 


® Positive 


Ke l-sahabateor-haleols 





color coded BLUE 
color coded ORANGE 


Taylor’s color-coding and tape-measuring help you and 
protect you three ways. Chain is color-coded for grade. 
Taylor’s famous brand name and the grade is clearly 
printed on each tape. Colored tapes are located at five-foot 
intervals. The obvious result is more satisfied customers, 
fewer costly mistakes in grade and length... faster sales 
and more chain profits for you! 


BBB, PROOF COIL packed 
in handy metal TAYPAILS 


TM Taypails with Color-coded and 
Tape-measured BBB and Proof 
Coil Chain are best sellers with 
jobbers and dealers everywhere. 
Stack easily for effective mass 
displays—hold approximately 100 
pounds of 3/16", 1/4”, 5/16” or 
3/8” TM BBB or Proof Coil Chain. 





Advertised in Business Week, Stee/ and 
other leading business publications. 





\ 
\ 
eh: \ 
\ Contact your nearest jobber 
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For Details Circle 30 on INQUIRY CARD 
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WMEA Show Dates Set 


SAN FRANCISCO—Western Mer- 
chandise Exhibitors Association an- 
nounced fall show dates for here and 
Portland, Seattle and Spokane. 

The 387th China, Glass Gift, Jew- 
elry, Toy, Stationery and Housewares 
show to be held in the new Exhibit 
Hall of the Civic Auditorium, Shera- 
ton-Palace and St. Francis hotels, and 
the Western Merchandise Mart here 
is slated for Aug. 3-6. 


The Portland Gift Show, scheduled 
for Aug. 10-13, will be held in the 
Public Auditorium, Plaza and Benson 
hotels. 

On Aug. 17-20 in Seattle, the Se- 
attle Gift Show will be held at the 
Civic Auditorium, Olympic and New 
Washington hotels and the Terminal 
Sales Building. 

The Spokane Gift show, to be held 
at the Davenport hotel, is scheduled 
for Aug. 24-26. 


NHMA Show July 7-11 


The 29th NHMA National House- 
wares Exhibit, to be held July 7-11 
in the Atlantic City Auditorium, is 
expected to be as large as the summer 
show of 1957 when 615 manufactur- 
ers showed to 7918 buyers from 48 
states, Canada and many foreign 
countries, according to Dolph Zapfel, 
secretary of the NHMA. 

Theme of the July show will be 
“Summer Gateway to the Multi-Bil- 
lion Dollar Housewares Market.” 
Floor plans and space applications 
were mailed to housewares manufac- 
turers March 1. 

The winter show which closed in 
Chicago Jan. 23 played host to 11,007 
buyers. 


Housewares Show A Sell-Out 


The Natioral Houseware Exhibit to 
be held July 7-11 in Atlantic City 
Auditorium, will be a sell-out despite 
changes in general business condi- 
tions, according to Dolph Zapfel, sec- 
retary of the National Housewares 
Manufacturers Association. 

Almost 11,000 buyers, merchandise 
managers and other top buying per- 
sonnel have been invited to this sum- 
mer housewares show. 


Bay Area Show Set 


OAKLAND, Calif.—The 6th An- 
nual Greater Bay Area Do-It-Your- 
self Show will be held Oct. 16-26 at 
the Exposition Building here, it was 
announced by show producer Ted 
Bentley. 

Exhibitors will include names in 
paint, lumber, power tools, wall and 
floor coverings, garden supplies and 
other fix-up items, and will include 
distributors and major local retailers 
as well as manufacturers. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


May 18-28 


June 22-26 


June 23-26 


July 7-11 


July 20-25 


July 21-25 


July 27-30 


July 27-31 


August 3-6 


August 3-6 


August 10-13 


August 17-20 


August 24-26 


August 31- 


Sept. 4 


Sept. 3-5 


Sept. 7-10 


Sept. 14-17 


WESTERN TOY, JUVENILE AND WHEEL GOODS 
MARKET, Western Merch. Mart, San Francisco, Calif. 
(Henry Adams, Western Merch. Mart, 1355 Market 
Street, San Francisco, Calif.) 


ASSOCIATED POT & KETTLE CLUBS OF AMERICA 
CONVENTION, Arrowhead Springs, Hotel & Spa 
(George P. Wilcox, 2330 West Third Street, Los Angeles 
5, Calif.) 


FIFTH NATIONAL STORE MODERNIZATION 
SHOW, New York (Exposition Management Corporation, 
51 East 42nd St., New York, James F. Walsh). 


NATIONAL HOUSEWARES SHOW, Atlantic City Audi- 
torium, Atlantic City, N. J. (National Housewares Mfrs. 
Assn., 1140 Merchandise Mart, Chicago, III.) 


CALIFORNIA GIFT SHOW, Ambassador & Biltmore 
Hotels, Brack Shops and Merchandise Mart. (Trade Shows 
Ltd., 672 So. Lafayette Park Place, Los Angeles 57, Calif.) 


WESTERN SUMMER MARKET, Merchandise Mart, San 
Francisco, Calif. (Henry Adams, Merchandise Mart, 1355 
Market St., San Francisco, Calif.) 


AFTM FISHING TACKLE TRADE SHOW, Sherman 


Hotel, Chicago, Ill. (AFTN, 430 Bond Bldg., Washington 
6, BD. G,) 


NATIONAL RETAIL HARDWARE ASSOCIATION 
CONGRESS, Conrad Hilton Hotel, Chicago, Ill. (National 
Retail Hardware Assn., Russell R. Mueller, 964 N. Penn- 
sylvania St., Indianapolis, Ind.) 


WESTERN GIFT & HOUSEWARES SHOW, Merchandise 
Mart, San Francisco, Calif. (Western Gift & Housewares 


Assn., Henry Adams, 1255 Market St., San Francisco, 
Calif.) 


GIFT, CHINA, GLASS, JEWELRY, TOY, STATIONERY 
& HOUSEWARES SHOW, Exhibit Hall, San Francisco, 
Calif. (Kay Leber, WMEA, 1355 Market St., San Fran- 
cisco, Calif.) 


PORTLAND GIFT SHOW, Public Auditorium and Plaza 
and Benson Hotels, Portland, Ore. (Kay Leber, WMEA, 
1355 Market St., San Francisco, Calif.) 


SEATTLE GIFT SHOW, Civic Auditorium, Olympic and 
New Washington Hotels, Seattle, Wash. (Kay Leber, 
WMEA, 1355 Market St., San Francisco, Calif.) 


SPOKANE GIFT SHOW, Davenport Hotel, Spokane, 
Wash. (Kay Leber, WMEA, 1355 Market St., San Fran- 
cisco, Calif.) 


ALLIED GIFT & JEWELRY SHOW, Hotel Adolphos, 
Dallas, Texas (Allied Exhibitors, Inc., 3832 Wilshire Blvd, 
Los Angeles, Calif.) 


14th INDEPENDENT HOUSEWARES VARIETY AND 
NOVELTY MERCHANDISE EXHIBIT, Riviera Conven- 
tion Hall, Las Vegas, Nevada (Independent Housewares 
Exhibit, Inc., 8 South Dearborn Street, Chicago 3, IIl., 
Jules Karel, Show Manager). 


MIDWEST HARDWARE & HOUSEWARES SHOW, 
Navy Pier, Chicago, Ill. (Sponsored by State Hardware 
Associations of Illinois, Indiana, Michigan and Wisconsin, 
William B. Moody, manager, 1451 Merchandise Mart, 
Chicago, II.) 


DENVER GIFT & JEWELRY FALL SHOW, Hotel Al- 
bany, Denver, Colo. (Allied Exhibitors, Inc., 3832 Wilshire 
Blvd., Los Angeles, Calif.) 
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Alvin Jensen 


Scott Jensen 


Spokane Marshall-Weils 
Bought By Jensen-Byrd 


SPOKANE, Wash. — Jensen - Byrd 
Company has acquired the Spokane 
branch of the Marshall-Wells Whole- 
sale hardware operation according to 
an announcement by Scott Jensen and 
Alvin Jensen of Jensen-Byrd Co. and 
Gordon V. Mead, president of Mar- 
shall-Wells Company. 

Ira Watson, vice president and gen- 
eral manager of the Marshall-Wells 
Company in Spokane will become vice 
president of Jensen-Byrd Co. and a 
member ot their executive committee. 
Other personnel changes will be an- 
nounced later according to the man- 
agement. 

General, industrial and the Mar- 
shall-Wells Store program will be 
continued under the name of Jensen- 
Byrd Co. in this area. 

Jensen-Byrd Co. was organized in 
Sprague, Washington in 1833 by O. C. 
Jensen, father of Scott and Alvin. It 
was incorporated in Spokane, Wash- 
ington in 1896. Marshall-Wells Com- 
pany was organized in Duluth, Minne- 
sota in 1899 and its Spokane branch 
was established in 1908. Both firms 
have served over 4,000 hardware deal- 
ers, plumbing, automotive, sporting 
goods and industrial accounts. 

Marshall-Wells will continue to op- 
erate its branches in Portland and 
Billings as well as the Marshall- 
Wells-Kelly How Thomson Division 
in Duluth, the same as in the past. 
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McKay Appoints Two 


The McKay Company appointed 
Rowland Erving sales manager of the 
company’s chain division and Joseph 
C. Carney assistant sales manager of 
the same division. 

Erving has been with the company 
more than 25 years while Carney has 
served in both inside and outside 
sales work for the last five years. 


Duo-Dellay Names Chittenden 


BREMERTON, Wash.—Duo-Dellay 
Products of Baltimore, Maryland, has 
appointed Jack Chittenden here to 
represent the Duo-Dellay Cleaning 
products which includes their new 
Kopper Kare, a preparation to tar- 
nish-proof copper cookware. He will 
cover the states of Oregon, Washing- 
ton, Montana and Idaho. 


Stanley Field Manager 


Joel Molchan has been named field 
sales manager for Stanley Tools and 
will direct all activities of field sales 
and missionary force. Molchan joined 
Stanley in 1936 as an office boy mov- 
ing up to production line manager of 
industrial tools in 1955. 
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AGENTS REJOIN 


PORTFOLIO OF ACCOUNTS is 
transferred to David Tambor by 
Frank C. Harford, manufacturers’ 
representative, headquartering in Los 
Angeles. Tambor is rejoining Harford 
to represent his lines in the North- 
ern California territory. Harford has 
been in the representative business in 
Los Angeles since 1934 and in his 
own agency since 1939. Tambor has 
been in the agency business with 
headquarters in San Francisco for 13 
years. He is presently located in the 
Western Merchandise Mart handling 
such lines for Franch C. Harford Co. 
as Mr. Bartender Products, Ardmore 
Manufacturing Co., F. D. Kees Mfg. 
Co., and Southern Calif. Plastics Co. 








Sales of Fuller Tool Company, 
Inc., for the first three months 
of 1958 are 25% over the same 
period in 1957. 


Why? Because aggressive mer- 
chandising and sensible RETAIL 
prices put hand tool users in a 
buying mood. If you are one of 
the 223 FULLER MUTUAL COOPER- 
ATION FRANCHISE JOBBERS, your 
sales of Fuller Tools are ahead 
of 1957. If you are not a FULLER 
MUTUAL COOPERATION FRANCHISE 
JOBBER, you are missing out. 





FULLER PROVES THAT 
DYNAMIC MERCHANDISING 
AND EXCEPTIONAL VALUES 
SELL MORE HAND TOOLS 


Remember, aggressive merchan- 
dising is resulting in more tool 
sales. FULLER merchandising 
and good values will work for 
your Company. 


If you are interested in the 
FULLER ‘MUTUAL COOPERATION 
FRANCHISE, drop us a line and 
we will have one of our factory 
men visit with you and give you 
the complete story. Fuller Tool 
Company, Inc., 3522 Webster 
Avenue, New York 67. 
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DINNERWARE 
(Continued from page 20) 


First, the department offers a 
complete bridal registration sys- 
tem, using a printed form on 
which the bride can select the 
pattern, the number of pieces 
she would like to have in the set- 
ting, for both china and glass. 
Space is provided for her to 
specify items from the gift cate- 
gory which she would like to 
have, a reference which has 
proven invaluable in the sugges- 
tive selling of family members, 
wedding guests and other well- 
wishers. Although Mesa is a 
comparatively small community, 
the Stapley store has registered 
up to 25 brides a month since 
its remodeling and has built up 
a long list of newlyweds who are 
followed up every three or four 
months, with the offer of more 
matching pieces for their table 
settings. It isn’t unusual, ac- 
cording to Mrs. Merrill, for one 
bride to represent more than 
$300 in sales from her depart- 
ment, with more, of course, from 
other departments in the store. 

At regular intervals, Mrs. 
Merrill plays hostess to groups 
of high school girls from three 
high schools in the area, which 
includes a demonstration of 
table setting, a thorough lecture 
on the development of fine china, 
its manufacture, pattern appli- 
cation, correct table setting, and 
other information. These, ex- 
tending down even to the young- 
er girls’ groups, have proven ex- 
tremely popular, inasmuch as 
the members receive full credits 
for the visit. Since in most in- 
stances, it is the young girls’ 
first contact with the subject, it 
is a certainty that O. S. Stapley 
Company will develop many cus- 
tomers from the service. Spend- 
ing as much as two hours with 
every group is considered well 
worthwhile, Mrs. Merrill says. 

The department makes use of 
its “want book” to register all 
requests for merchandise not in 
stock, and has considerably am- 
plified the gift inventory on ex- 
actly this basis. Several items, 
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such as decorative pin-up lamps, 
polished woodenware gift sug- 
gestions, a lower price line of 
figurines, statuettes, etc., are 
typical of the merchandise which 
has been added to the inventory. 


GIFT ITEMS 
(Continued from page 17) 


items? Losey says, “The margin 
of profit on the usual hardware 
items is much less today than it 
was 10 years ago. And yet the 
volume of these items has not 
increased enough to make up the 
loss. So, in order to come out 
ahead, the successful merchant 
must put in some other line of 
merchandise. 

“Another thing that has cut 
down the hardware store’s profit 
is the supermarket and drug 
store,” Losey continues. “These 
two outlets are stocking more 
and more items which formerly 
were found solely in hardware 
stores. Why, even the items they 
give away on their so-callel free 
list are nearly all hardware 
items. You don’t see grocery 
stores giving away groceries. 
No, they sell groceries for cash 
and give away pots. 

“In self-defense,” Losey says, 
“we hardware men must do 
something else. Gifts are the 
answer as far as I’m concerned. 
The markup is higher, and the 
effort to sell the item is no 
greater than items in the regu- 
lar hardware department.” 

The lay-away plan is an in- 








“The customer wraps the mer- 
chandise himself — It's part of 
our self-service system.” 


tegral part of Losey’s business 
technique. When a customer 
makes a remark that he or she 
would like this or that item but 
can’t afford it at the moment, 
Losey quickly suggests a small 
deposit and lay-away. This is 
especially extended for items in 
the gift department which are 
single and not likely to be re- 
ordered. However Timely 
Hardware doesn’t extend a time 
pay plan except for a few high 
priced items such as power lawn 
mowers. 

Losey’s approach to selling 
justifies itself with the volume 
of the gift and housewares de- 
partment accounting for half of 
the dollar volume. This, of 
course, means a healthy increase 
in the net profit. 


HOUSEWARE SALES 


(Continued from page 21) 


men shoppers in the department 
at the same time. This is not an 
unusual situation at all in our 
location, and the fact that we 
concentrate on such lines as 
builders’ hardware, _ sporting 
goods, farm supplies, are all the 
more calculated to pull men cus- 
tomers than women.” 

Most men customers are sur- 
prised to find that Charteris 
will gift-wrap without charge 
any of their purchases and many 
of them consider this sufficient 
incentive to buy a gift months 
in advance. Dummy gift pack- 
ages, scattered throughout the 
housewares department, are a 
valuable sales help. ‘We have 
sold practically every item in- 
cluded in our housewares inven- 
tory, amounting to more than a 
thousand items, to men at one 
time or another,” Mrs. Moore 
says. “Naturally, it requires an 
original contact, good salesman- 
ship, and emphasis on making 
life more pleasant for a woman 
member of the family to get re- 
sults. By continuing this pro- 
gram at every opportunity, our 
housewares department has 
grown substantially.” 
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WHO'S THE GOVERNOR? 





John 
Anderson 


George 
Clyde 


HERBER CITY, Utah—John An- 
derson, Herber City Hardware dealer 
and civic leader, has the good fortune 
(or bad fortune) to be a dead-ringer 
of Utah state governor George 
Dewey Clyde. 

Anderson says it works out well 
in some ways—“along the highways, 
the traffic cops wave at me,” he says, 
“and I also get quick service in res- 
taurants.” 

On the other hand, however, there’s 
the controversy in this state over the 
size of the governor’s mansion. 

Hardware merchant Anderson was 





MAYTAG CONFERENCE 





PRESIDENT’S SERVICE AWARD, 
presented during the first annual ban- 
quet of the Maytag Company’s Eighth 
National Service Conference, is re- 
ceived by G. R. Marguth (left), ser- 
vice manager of the Maytag North- 
west Company, Portland, Ore. Fred 
Maytag II (right), president of the 
appliance firm, makes the presenta- 
tion while S. R. Payne, Maytag gen- 
eral service manager, looks on. 


Robeson Names S.M. 





standing on the corner recently here 
during a buying trip when an irate Robert J. Noel has been appointed 
woman approached him and _ boldly sales manager of Black Hawk Cut- 
blurted out, “What do you need such lery Co., a division of the Robeson 
a big mansion for, anyway?” Cutlery Co. Mr. Noel has been asso- 
ciated with the cutlery industry for 

Thor Names Ass't Manager many years. 
Edward T. Michalek has been pro- . 
moted to assistant sales manager of Porter Assistant S.M. 
the SpeedWay division of Thor Power W. H 
Tool Company of Chicago. Michalek assistant general sales manager, Diss- 
has served 10 years with SpeedWay ton division of the H. K. Porter Com- 
in the purchasing and sales depart- pany, Philadelphia. He will supervise 
ments. both hardware and industrial sales. 


. Heath has been appointed 


NEWS 


New Manager at Glendale 


GLENDALE, Calif—Robert A. 
Hemphill, who has worked with Glen- 
dale Hardware Company for 20 years, 
has been named general manager of 
that firm. He succeeds C. Dolliver 
Webb, owner of the firm, who feels 
it is time for him “to take life a 
little easier.” 

Announcement was made at a spe- 
cial store employees’ dinner at the 
Candlelite Inn in March. 

Hemphill started with the firm 20 
years ago as a helper in the builders’ 
hardware department, where he re- 
mained ever since. 

Webb has been with the company 
for 40 years, starting with his father, 
the late James Webb. The firm was 
started by his father in 1906. 


International S.M. 


M. E. Leichtung has been named 
sales manager of the consumer din- 
nerware division of International 
Molded Plastics, Inc., Cleveland. 
Leichtung joined the company last 
July as manager of Brookpark sales. 


STANDARD'S NEW BUILDING 





BRANCH OFFICE of the Standard 
Tool Co. of Cleveland, Ohio, in Los 
Angeles is expected to be ready for 
occupancy this month. The new brick 
design building will house sales and 
service offices and stock warehouse. 





No. 110 All-purpose Pasar asa ee Ee Sete eee a 


Bronze Alloy Sponge 
| HOUSEWIVES’ CHOICE! 


—suggested Retail 
Price lic 






You'll profit plenty by stocking the seven popular styles of 
Gottschalk’s Metal Sponges. Women coast-to-coast have 
! preferred labor-saving Gottschalks for over 40 years because 
they do a better cleaning and scouring job on floors and 
woodwork, utensils, tiles, metal, porcelain and enamelware, 
whitewall tires, etc. Durable, harmless to hands and 
fine finishes. 
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METAL SPONGES 


Don't bother with substitutes. Supply women with the 
original Gottschalk’s Metal Sponges they want. Write today 
for details. 


No. 760 Stainless Steel METAL SPONGE SALES CORP. 


Barbecue and Grille 
Sponge— suggested 3650 N. 10th St., Dept. W, Philade!phia 40, Pa. 


Retail Price 50c 
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WHITE—Makes repairing of 
& binder canvases very easy. 
Dries almost instantly. 
Binder canvases can be 
repaired in the field with 
very little loss of time. 
Also a handy Harvest 
time mender of bags, 
tarpaulins, gloves, etc. 


Write for Trade Prices and Free Sample. 


VAL-A COMPANY 


700 W. Root St., Chicago 9, Ill. 


THE ORIGINAL 


TEHR-GREEZE 


FABRIC CEMENT 



















MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN, 


IOWA 
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NEWS 





ALL SET TO TEE OFF AT HOUSEWARES TOURNEY 





GETTING OFF TO A FAST START the tournament committee for the 3rd 
Annual Invitational Western Housewares Industry Golf Tournament limbers 
up for the June 5 date at Diablo Country Club, Diablo, Calif. The tournament 
is sponsored by the San Francisco Pot & Kettle Club. Committee members 
above are, from left, chairman Cal Lewis, Charles G. Putnam Co.; Howard H. 
Fassett, Ekco Products Co.; and Don Wagener, Wagener & Swanson. 


Tavart to Make Screen Cloth 


PARAMOUNT, Calif. — Tavart 
Company, which has been making 
garage door hardware, has entered 
the screen cloth field. The company 
will weave Fiberglas screen cloth in 


a plant located in Orange, Calif. Pres- 
ent equipment has a monthly ca- 
pacity of approximately 600,000 
square feet. The firm has a planned 
program of expansion to approxi- 
mately double this amount. 


PET 
Names 
Pacific 
Coast 
Manager 


Joseph T. 
Ramsey 





ARCADIA, Calif.—Portable Elec- 
tric Tools, Inc., announced the ap- 
pointment of Joseph T, Ramsey as 
Pacific Coast regional manager in 
charge of sales operations in Cali- 
fornia, Arizona, Nevada, Utah, Colo- 
rado, New Mexico, Wyoming, Idaho, 
Washington, Oregon and Montana. 


Curtis Names V.P. 

Sidney Kaufman has been promoted 
to vice president, marketing of Curtis 
Industries, Inc., Cleveland, Ohio, and 
elected to the board of directors. He 
will handle major chain accounts for 
the firm which manufacturers and dis- 
tributes key duplicating machines, 
key blanks and related novelties and 
hardware. 


Box Cards Names S.M. 


LOS ANGELES—Noel A. Williams 
has been appointed national sales 
manager for Box Cards, Inc., studio 
card manufacturer. Williams was 
formerly sales supervisor with Rich- 
field Oil Corp. 





Learn More About Selling... 
CHINA and GLASS 


A REFERENCE AND SALES AID BOOKLET 
for Salespeople in Housewares 


China and Glass was written by the late H. Q. Wilson who served in 
the china and glass industry as both a buyer and a manufacturers 
sales representative for many years. This 56-page book gives the 
basic information that is important to all salespeople. It reveals 
the historical background, describes the manufacturing methods, 
and presents the fundamentals in merchandising of pottery, dinner- 
ware and glassware. 





The history, dinplayiog, and -elling Ep 
of China and Glass, « rittes especially 

to aid retail buyers and sales staff 

improve volume and profit. 


BUY A COPY FOR EVERY SALES PERSON IN YOUR STORE 
. . . at the special price of 25 cents each. Send cash or use our 
inquiry card. Just circle on the inquiry card the corresponding 
number that is listed below. List after “Remarks” how many copies 
you want. They will be sent to you along with an invoice. Pay 
later. 





HARDWARE WORLD SERVICE BUREAU ° 1355 Market St., San Francisco 3 
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Style-Crafters Name Reps 





James Cassou 


Style-Crafters, 
Inc., Greenville, South Carolina, re- 
cently appointed the Dawn-Cassou 
Company to represent their “Aqua- 
Float” brand of marine safety equip- 


Forest Dawn 
LOS ANGELES — 


ment in California, Nevada and Ari- 
zona. 
Forest Dawn has represented a 


leading line of diving and swimming 
equipment for the last several years 
while James Cassou has represented 
marine, tackle, and diving equipment 
for 12 years on the West Coast. 

The Dawn-Cassou Company is lo- 
cated here at 552 Washington Blvd. 


Wright 

Wholesale 
Expansion 
Underway 


Harold 
Venable 





SANTA BARBARA, Calif.—Wright 
Wholesale Hardware here announced 
a proposed program of expansion 
starting with the appointment of 
Harold Venable as sales manager. 

Venable has been with Wright for 
about three years. Prior to joining 
Wright, he had wide experience in 
the retail hardware field. The com- 
pany announced that other plans in 
the expansion program are being per- 
fected and will be announced at a 
later date. 


NEWS 





NEW LEADERS FOR BUILDERS HARDWARE CLUB OF SO. CALIFORNIA 
a a ae - 





THE NEW OFFICERS for 1958 for the Builders Hardware Club of Southern 
California are: (from left to right) Ira C. Matthiessen, Jr., Sergeant at Arms, 
Billheimer & Walker; Orville Trott, vice president, Union Hardware & Metals 
Co.; Richard P. Bowman, president, McKinney Mfg. Co.; Carl Jones, secretary, 


Tavart Company; and William E. 
The retiring president 


Hardware Company, Long Beach. 


Budrow, 
(not shown) Robert J. Kelly, 


treasurer, Budrow & Company. 
American Wholesale 





New Show Facilities 


LOS ANGELES—Twenty-five addi- 
tional exhibitors will be housed in the 
Venetian Room of the Ambassador 
hotel at the 47th California Gift 
show when it opens here July 20-25. 

Almost 600 exhibitors are planning 
to display new lines at all four show 
locations—The Ambassador, Biltmore 
hotels, Braca Shops Building and the 
Merchandise Mart. 





Straube Forms Sales Firm 


GLENDALE — Edwin Straube has 
started a manufacturers representa- 
tive firm to cover the 11 Western 
States for manufacturers of house- 
wares, garden supplies and household 
supplies. He will headquarter at 2012 





CAVEMAN GIMMICK BEAUTIFIES GARDEN TOOL HANDLES 


THE GOLDEN 
GRAIN of the 
ash handles of 
United States 
Steel Products 
Division’s color- 
ful style of gar- 
den tools are 
produced by 
method used in 
Stone Age. Han- 
dles are passed 
through white 
hot furnace (1800 
degrees). After 
charred handles 
are cooled they 
are sanded and 
then treated with 
a lacquer dip 
which brings out 
the Golden Grain. 
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Rangeview Drive here. 

Prior to this Straube was with 
Butts Mfg. Co., Burbank, Calif. for 
the last 23 years as sales manager. 





HOL-DEM 


MODEL 57 “Short-Stopper” 





Best Selling FENCER! 


Clips weeds on contact 

Ends nuisance shorts 

2-Lamp signal system 

Guaranteed lightning protection 

¢ “Saf-Tee” Chopper with circuit 
breaker 

e 1-Wire, any-soil stock control 

e 2-Tone finish, sheltered terminals 


* 6 Models, battery, or electric, from 
$13.95. 


ASK YOUR JOBBER SALESMEN FOR 
HOL-DEM CATALOG — 1. 
TION ON RADIO PROGRA NG AND 
NEW DISPLAY RACK NOW. AVAILABLE 














Hol-Dem Electric Fencer Co. 
1344 Quincy Street N. E. 


Minneapolis 13, Minn. 
For Details Circle 35 on "INQUIRY CARD 


























ANNOUNCING THE 
DISTINGUISHED, ALL-NEW 
REMINGTON 729 


bolt-action high-power rifle 
with custom features 
shooters have demanded! 





THEY’LL COME! 
When you display the new Rem- 
ington Model 725, its magnetic ap- 
peal will go right to work on hunters. It 
will be the “discussion leader” in your 
store for a long time to come. 


Remington introduces a high-quality, 
high-power rifle with a list of 
important custom features that 
add up to more sales! The 
Model 725 is the kind of rifle 


; ; ; THEY’LL SEE! 
that delivers its own special 


Shooters will see a rifle that’s been described 
as looking “like a million’ — but when you 
tell them this handsome firearm is priced at 


only $13.495" 


THEY’LL BUY! 


. . . because the new Remington Model 725 
is loaded with the distinguished, hard-selling 
custom features for which thousands of 
shooters, hunters and gun experts have asked. 
Place your order for the all-new Remington 
Model 725 now—and be ready for sales! 


selling impact to any 
shooter who has ever 
wanted more than 

“just another gun.” 





SPECIFICATIONS 


Caliber: 30-06, 280 Remington, 270 Win. Re ? 

Action: Bolt—bright-finished body, blued Cm On 
handle. Receiver matte-finished. SS a 
Match-type trigger. 

Magazine: Fixed box with hinged floor plate. 


4-shot capacity plus one in chamber. 


Stock: American walnut—forearm and pis- 

tol grip finely checkered. Black grip tte v5 pat OFF 

cap, black checkered butt plate. Remington Arms Company, Inc., Bridgeport 2, Connectieut 
Safety: Oversized thumb lever. Silent 3-posi- 

tion control. 


, “THE OLDEST GUNMAKERS 
Barrel: 22-inch round tapered, 
Weight: 7 Ibs. IN AMERICA PRESENT 


Length: 42% inches over all. THE NEWEST GUNS" 











*Retail price subject to change without notice 
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SPORTS PROMOTION of the MONTH 


(Scheduled on our calendar, 
page 29, for June 7-20) 


WATER SPORTS PARADE 


OBJECTIVE—Stimulating your customers’ in- 
terest in water sports such as boating, skin div- 
ing, water skiing, etc., is the aim of this campaign. 
Include in your window display outboard motors, 
water skis, skin diving gear, boat and deck chairs, 
lifejackets, rope, marine hardware and a boat if 
you have space. 


WINDOW—tThe props in this simulated boat 
landing are simple and economical to achieve. Ma- 
terials include three 2x4”x whatever vertical 
height is necessary, 10, 1x2”, a roll of wood grain 
paper, six cardboard cylinders. Erect the 2x4” 
beams vertically to the rear of the window base 
area as shown. Between the two beams on the 
right attach a 1x2” to serve as a fixture for 
mounting outboard motors and water skis. Dis- 
play other merchandise on the base area. In the 
foreground vertically fix the cardboard cylinders 
and connect with a wood strip. Cover all wood and 
cardboard with wood grain paper for effect. A 
blue and white sign shaped like a life preserver 
is attached to the center rear vertical beam. 


ADVERTISING—Carry the theme “Anchors 
Aweigh” in your newspaper, radio, TV and direct 
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mail copy. Stress the idea that water sports is 
recreation the entire family can enjoy at low cost. 
If possible, make arrangements with the local 
boat club to display and demonstrate your mer- 
chandise at the club’s boat landing during a week- 
end, set a date and announce it in your advertis- 
ing. Select several items and suggest them as 
gifts—“Just What Dad Wants for Father’s Day.” 
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SLEEPING BAG DISPLAY (above) is one of the store’s 
outstanding merchandising features. Three hinged ply- 
wood panels which open like doors, support five sleeping 
bags full length for easy inspection by customers. 


The Question: Personal or Self Service??? 


SPORTING 
77905 





ATTRACTING ATTENTION to Henigan & Shull’s Hard- 
ware is a neon sign suspended on a pole about 30 feet 
from the store entrance advertising sporting goods as well 
as electrical supplies and hardware, 


Selling Flexibility Moves Sporting Goods 


Henigan & Shull Hardware 
Woodiand, California 


AYING down a hard, fast rule 
that there is no such thing 
as a hard fast rule in merchan- 
dising sporting goods, Henigan 
& Shull Hardware has parlayed 
sound techniques into a profit- 
able business in Woodland, a 
Sacramento Valley community 
of 11,000 in Northern California 
situated in the heart of hunting 
and fishing country. 

Of the $100,000 annual sales, 
more than 50 per cent is ac- 
counted for by sporting goods. 
And there’s good reason for this 
activity, according to owners W. 
H. Henigan, E. M. Shull and R. 
G. Penrose. 

Henigan and Shull refuse to 


totally commit themselves to an 
either or situation, that is, either 
personal or self-service selling. 
Instead they have incorporated a 
fluctuating policy of adapting 
their selling techniques to the 
situation. 

The conflict simply resolved is 
that on one hand sporting goods 
customers require a great deal of 
personal sales attention, but on 
the other hand, devoting a lot of 
time with one customer sharply 
reduces contact and selling time 
with other customers. 


SELLING FLEXIBILITY 


The store layout introduces a 
high degree of selling flexibility 


by laying out merchandise so 
that the customer can examine it 
and check the price without as- 
sistance. This is especially ef- 
fective when there are more cus- 
tomers in the store than sales- 
men on duty. 

This is not to say that sales- 
men ignore customers intention- 
ally but rather the fact that 
some customers prefer to 
browse. The procedure is to let 
the customer serve himself and 
then give him needed personal 
attention. 

The salesman, for example, 
will bring out a fishing reel the 
customer is interested in and 
leave it with the customer to ex- 
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amine while going off to wait on 
another customer during rush 
hours. 

Operating efficiency is in- 
creased by price-marking every 
item possible by using stickers, 
rubber stamps and a marking 
machine. Even items like lead 
sinkers are priced with red 
grease pencil. This technique en- 
ables Henigan & Shull to serve 
as many as 200 customers every 
day. Price-marking pays double 
dividends when inventory time 
comes along. 

An unorthodox method of 
displaying fishing lures calls for 
mounting narrow panels of per- 
forated display board suspended 
horizontally above several island 
fixtures. The lures are above 
eye level, within arm’s reach, 
and make an attractive, colorful 
display encouraging self-service. 


Outstanding Display idea 


One of the store’s outstanding 
merchandising aids is the sleep- 
ing bag display—a space-saver, 
sales-builder, and _ time-saver. 
Sleeping bags are bulky, awk- 
ward merchandise to display. If 
they are unrolled and stacked 
like rugs, they are poorly dis- 
played. Yet, if they are stacked 
rolled-up, the customer is certain 
to ask to see the inside of the 
bag. 

To overcome this dilemma, 
Heniyan & Shull mounted five 
samples on three plywood panels 
which were in turn mounted 
vertically on hinges so that two 
of the panels could be swung 
open like a door for easy inspec- 
tion. Except for one stationary 
panel on which one bag is sus- 
pended, bags are mounted on 
each side of the other two panels. 

This way the customer can 
see the bags full length, but a 
large stock of rolled-up bags are 
on display in thestockroom for 
customers to see on request. 
Most important is that sales of 
sleeping bags has increased since 
the display was installed. 

Henigan & Shull’s merchan- 
dising techniques have built the 
store’s reputation as a sporting 
goods center—and for good rea- 
son. 
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CLEVER DISPLAY PANELS for fishing lures are mounted above island 
fixtures in the sporting goods department. Customers can still see merchandise 
underneath the panels. 


RIFLES, FISHING REELS AND SHELLS are items which the store does 
not expose for self-service. Co-owner R. G. Penrose (behind counter) shows 
customer a rifle which is displayed in the service fixture. 


SPORTING GOODS DEPARTMENT (above) is an efficient and profitable 
phase of Henigan & Shull’s operations accounting for more than half of the 
store’s $100,000 annual sales. Merchandise is displayed for easy selling. 
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TROPHY AND AWARD CATALOG, 
a 52-page, two-color book dramati- 
cally presents the complete line of 
the A. C. Rehberger Company’s tro- 
phies, plaques and cups. Catalog 
gives specifications, colors and prices 
of matching individual and team 
awards for all possible types of ath- 
letic events. 
For Details Circle 275 on INQUIRY CARD 


HUNTING CLOTHES catalog de- 
scribes and illustrates the Cumber- 
land line of coats, shell and game 
vests, deer hunting vests, shooter’s 
vests, game bags, shooter’s sweaters, 
pants and caps. The folder in full 
color is printed on 11” x 11” stock 
with a wide 3%” left margin and is 
designed to act as a jobber catalog 
sheet plus a general circular for deal- 
ers and consumers. Issued by The 
American Pad & Textile Co. 

For Details Circle 276 on INQUIRY CARD 


“FISHIN’ FACTS FOR MORE 
FISHIN’ FUN” is the title of this 
28-page booklet issued by Horrocks- 
Ibbotson in the past offered only to 
H-I dealers but now available to any 
tackle dealer. Illustrated with photos 
and line drawings, booklet covers 
such topics as how to clean fish, fun- 
damentals of bait casting, fly-casting, 
leaders, tackle, ete. 

For Details Circle 277 on INQUIRY CARD 


SPORTSWEAR CATALOG issued 
by Utica-Duxbak Corp. includes cold- 
weather clothing, Dri-Deal water- 
proof rainwear, camouflage clothing, 
and insulated wear. This 36-page 
catalog is available tc dealers. 

For Details Circle 278 on INQUIRY CARD 





FAMOUS SLUGGER YEAR 
BOOK AND OFFICIAL SOFTBALL 
RULES issued by the Hillerich and 


Bradsby Company is available for 
distribution. Year Book features pic- 
tures of the past season’s outstanding 
sluggers, records and highlights of 
the 1957 World Series, etc. “Official 
Softball Rules” includes rules for 
both fast-pitch and slow-pitch soft- 
ball, pictures and records of the 1957 
season. 
For Details Circle 279 on INQUIRY CARD 
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SPORTS LITERATURE 





CAMPING HANDBOOK published 
by the Arco Publishing Company is a 
144-page, liberally illustrated book 
providing the experienced and the 
novice woodsman with all the infor- 
mation needed to enjoy a safe and 
comfortable vacation in the woods. 
Written by Edmund H. Burke and 
edited by Ted Trueblood, widely rec- 
ognized authorities on camping and 
outdoor sports, the book describes the 
pleasure of camping, what equipment 
is necessary and how to select the 
proper and most economical equip- 
ment. Book sells for $2. 

For Details Circle 280 on INQUIRY CARD 


“GOLF AT A GLANCE” is the 
title of this book written by golf pro 
Williard “Bud” Gaskill and published 
by the Arco Publishing Company. 
Simple little drawings are designed to 
enable the beginner and the average 
golfer to follow easily and learn the 
fundamentals of the golf swing. In 
addition to illustrating the swing, the 
128-page book is filled with “tips” 
and “cures” to hold the average 
golfer who is subjected to golfing ills. 
Book sells for $2. 

For Details Circle 281 on INQUIRY CARD 


SPIN FISHING tackle guide is a 
24-page booklet issued by the Shake- 
speare Company describing the basic 
spinning techniques: casting all lures, 
using a slip bobber, spinning a fly, and 
spinning the bubble. Also included is 
a Shakespeare spin assembly chart. 

For Details Circle 282 on INQUIRY CARD 


TRADE CATALOG issued by 
Pflueger includes all of the latest 
tackle including the new Pflueger 
“88” enclosed spinning reel and a 
complete line of 39 glass fishing rods. 

For Details Circle 284 on INQUIRY CARD 


“BAIT CASTING” is the title of 
this 24-page booklet issued by the 
Shakespeare Company and written by 
Ben Hardesty, seven-times U. S. pro 
casting champ. Tips include how to 
choose your reels, good bait casting 
knots, and other techniques. 

For Details Circle 285 on INQUIRY CARD 


“FLY FISHING” booklet issued by 
the Shakespeare Company offers 
pointers on the use and balanced as- 
sembly of fly fishing tackle. Written 
by “Gadabout” Gaddis the booklet ex- 
plains the basic assortment of flies, 
bugs, and lures. 

For Details Circle 286 on INQUIRY CARD 


MARINE EQUIPMENT catalog is- 
sued by Allan Marine Incorporated 
features steering wheels, battery 
boxes, bow and stern lights, ski tow 
hooks, boat boarding ladders, etc. 

For Details Circle 287 on INQUIRY CARD 


WESTERN CAMPSITE DIREC- 
TORY issued by the Lane Publishing 
Co. covers in detail campsite informa- 
tion in Arizona, California, Idaho, 
Nevada, Oregon, Utah, Washington, 
Montana, Wyoming, Colorado, New 
Mexico, British Columbia and West 
Alta. Information includes how to lo- 
cate campgrounds, number of camp- 
ing units, trailers, seasons, fees, 
camping limits, restrictions, supplies, 
firewood, maps and a wealth of other 
data invaluable to the camper. The 
book is illustrated with photos of 
campsites and surrounding terrain as 
well as detailed maps. Sells for $1.50. 

For Details Circle 288 on INQUIRY CARD 


CONSUMER CATALOG, an illus- 
trated 56-page book issued by Utica- 
Duxbak Corporation, manufacturer of 
hunting and camping clothing. In 
addition to clothing information, cat- 
alog features nine articles by leading 
outdoor writers on hunting, guns, 
game and gear. Book retails for 25 
cents and is available to dealers in 
25-pack cartons for $3.75 that convert 
to display-holders for the counter. 
Samples are free. 

For Details Circle 289 on INQUIRY CARD 





SPORTS SHORTS 


AFTM Show July 27-30 


The AFTM Fishing Tackle Trade 
Show will be held July 27-30 at Chi- 
cago’s Sherman Hotel. A total of 106 
regular and associate member com- 
panies have been assigned 151 booths 
in the show. 

All exhibits will be confined to fish- 
ing tackle and closely allied merchan- 
dise. Exhibitors will include 25 rod 
manufacturers, 20 ree! makers, 12 
braided line manufacturers, 15 mono- 
filament producers, 44 bait lines, nine 
tackle boxes, minnow bucket and bail 
canteen manufacturers, four manu- 
facturers of rod mountings, four land- 
ing net producers; as well as manu- 
facturers of floats, furnished lines, 
snelled hooks, flies, leaders, sinkers, 
swivels and many tackle accessories. 


Bushnell Names S.M. 


PASADENA, Calif.—A. G. K. 
Brown has been named sales manager 
of D. P. Bushnell & Co., Inc., in a 
move which the company said was a 
giant step toward intensifying its op- 
erations, and part of a management 
regrouping which began with the ap- 
pointment of R. E. Cain as Bushnell 
general manager last fall. 

The new program includes a freight 
paid policy, liberalized dealer dis- 
counts, stronger dealer service and 
promotional support, and immediate 
and long-range merchandising plans. 
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290—FERRIS FAIN autograph 
model first basemen’s mitt is a full 
size “Trapper” model made from se- 
lected mitt leather with a leather- 
lined palm. Designed to perform and 
appear like a professional mitt. It is 
double laced between thumb and 
palm.—The Draper-Maynard Co. 





291—SPRAY-L lubricating oil elimi- 
nates the mess of trying to oil hard- 
to-reach working parts of guns, reels 
and machinery. The oil is packed in 
an Aerosol bomb and is fortified with 
Silicone. Maintains lubrication to 
temperatures down to 60 degrees F.— 
SPRAY-L Associates 





292— ALUMINUM BADMINTON 
RACKET is nylon-strung, unaffected 
by moisture, requires no press to keep 
it from distorting, can’t warp, 
splinter or crack. Racket meets all 
requirements for officia! tourna- 
ment play. Recessed aluminum rim 
protects nylon stringing. — Lakeside 
Sports Studios 


MAY 1958 


293—‘HANDI ANGLER” is the 
world’s smallest complete fishing kit. 
It is compact enough to carry in your 
pocket, easily assembled in 60 sec- 
onds, contains 15 feet of line, hook, 
sinker, bobber and reel, and is avail- 
able in counter display box or easel 
display card.—Apwood Products, Inc. 





294— AIR PISTOL that has father- 
son appeal. The power and accuracy 
of the all-metal Marksman makes for 
ideal backyard target shooting as well 
as indoor target practice. The .177 
caliber Marksman shoots BB’s, darts 
and pellets. Packaged in full color.— 
Morton H. Harris, Inc. 











295—SPINNING BOX No. 14S is 
made of steel, with scuff-proof, leather 
grain, baked-on enamel finish in rich 
gold. Two easy-to-operate cantilever 
action trays, 30 handy bait compart- 
ments, convenient reel well, and large 
partition in bottom.—Stratton & Ter- 
stegge Company 





296—PLASTIC TACKLE BOX is all- 
clear with movable dividers, designed 
to accommodate flies and bass bugs 
without crushing, plugs and spinning 
lures without tangling. Compart- 
ments can be arranged as desired in 
small squares or lengthier shapes.— 
B. F. Gladding & Co., Inc. 





297—“NAVIGATOR,” a combination 
marine horn, navigation light and 
flag mast meets all U. S. Coast Guard 
Class I requirements for warning sig- 
nals and navigation lights.—Sparton 
Corporation 

















298—GOLF CLUB TUBE made of 
plastic, designed for lifetime use, pro- 
tects club grips and keeps bag neat. 
Fit any golf bag and retails for 50 
cents each. Rolled top edges prevents 
crushing of tube which will not chip 
or break.—Sportsman’s Golf Corp. 
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Don’t keep 
them under 
wraps! 





FREEWAY 

All Purpose 
Brooms sell 
themselves 

in the New 
display carton 





Now Freeway Push Brooms sell 
themselves in this brand new 
American Push Broom carton that 
automatically becomes a display 
when you open it! You'll make 
more profits with this new display 
carton. 

The Freeway outlasts conventional 
brooms by three to one... sweeps 
cleaner because Duratex plastic 
fibres actually pick up dust by 
magnetic action ... and Duratex 
is impervious to commonly used 
petroleum and caustic products. 
Order this new Freeway Push 
Broom display carton today! 






AMERICAN 
PUSH BROOM CO. 


114 Fern Street 
San Francisco +» ORdway 3-8891 


For Details Circle 37 on INQUIRY CARD 
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INDEX TO ADVERTISERS 





hliched . 


(This index is p asa 





and not as a part of the advertising contract. Every 


care is taken to index correctly and no allowance will be made for errors or failure to Insert?) 





Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 48 
when desiring further 
about advertisement. 


information 


A 


American Chain & Cable Co., American 


RR NS 5s BEAR d Sales Nees 13 
American Push Broom Co. .... ‘ 62 
American Steel & Wire Co. . santa 2 


O. Ames Company (43) Back Cover 


B 
Boonton Molding Co. ...... pine l* nee 
c 
Campbell Chain Co. (23) .... rr 42 
Champion DeArment Tool Co. pti ‘3 7 
Crescent Tool Co. ....... 16 
D 


Henry Disston Div., H. K. Porter Co., Inc. 15 


E. I. DuPont DeNemours & Co. (Inc.) 
OO Ce eee 8 
F 
Fuller Tool Company ........... thee ae 
H 
Hayes Spray Gun Co. ........... ele 1 
Hol-Dem Electric Fencer Co. ........... 55 
Holt Manufacturing Co. ......... cook. Oe 
J 
William Johnson, Inc. .................. 63 
K 
Kellogg Brush Co., Inc. ..... brated eee x SC 
Knape & Vogt Manufacturing Co. ....... 63 
Krylon Incorporated ..... 39 
L 
Chas. O. Larson Co. .... LeTee Troe Trae, 





M 
Marshalltown Trowel Co. ..........-+++6+ 53 
Metal Sponge Sales Corp. .......+.-+s++5 53 
Robert E. Miller & Co., Inc. ............. 64 
Mirro Aluminum Co. ,.... ...Third Cover 
ge ee pales ine Cae 
Mouli Manufacturing Co. ...... 44 
N 
New York Wire Cloth Co. . 6 
P 
Petes Cecteeee: GR. kcccwussvacsceuurce 11 
R 
Rad Devil TOS cccccccevecccce Second Cover 
Re oe eae aes | 
Remington Arms Co. ........ 56 
Rudiger-Lang Co. ... nsd , ‘ 10 
Ss 
Schlueter Manufacturing Co. 63 
a a” ee eer rer ic 12 
Strataflo Products, Inc. ; ‘ 34 
T 
S. G. Taylor Chain Co. ; os 49 
The Turfgrass Farm . acer 
U 
United States Steel Corp., Subsidiaries 
American Steel & Wire Co. .. 2 
United States Steel Products, Div. of 
x ie UNUE -0h'n06.0.5040p 04002) cobs Kun 2 
Vv 
Val-A Company ....... : rT me 
w 
Warp Brothers (1) ........ Front Cover 
Wilshire Manufacturing Co. i: oe 
G. F. Wright Steel & Wire Co. Sais 34 
Y 
Yancey Company ...... » emake dhe 4 


Yardley Plastics Co. 
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MECHANICS’ TOOLS and 





HARDWARE SPECIALTIES 


QUALITY... 
LADLES & POTS 


No. 373 TF 


FORGED STEEL MELTING LADLES 





EF Jone eoe Te 


—— 





All sizes furnished either single or double lip as ordered. 
Thickness of bowls from 10 Ga. to '/4". Lead capacity 
1/4, to 50 Ibs. Bowl sizes from 2!/." to 10". Also can furnish 
separate bowls to which your own handles can be assembled. 


GRAY IRON SOLDER POTS 


Made in sizes from 4" to 13!/2". 12" and 
13'/." furnished with pouring lip and lift- 
ing lug. 





No. 398 


WRITE TODAY FOR CATALOG 
GUARANTEED *@ SINCE 1830 








WILLIAM JOHNSON 
BRENNER AND KENT STREETS — NEWARK 3, N. J 
For Details Circle 38 on INQUIRY CARD 


INC. 





Keep Cool, mister! with 


ARCTIC 
BOY 


portable water 
coolers 






@ Rugged Construction 
... good everywhere 
men work! 


@ Galvanized inset, hot 
dipped after forming 
for flaw-free finish! 


@ Large top opening, 
easy to ice, fill 
and clean, 


@ Send for complete 
information and 
booklet ‘‘Care and 
Use of Your Cooler.”’ 
Write Dept. H-32. 


SCuLUETER MEG... 3 





THE SCHLUETER MFG. CO. * ST. LOUIS 7, MO. 


For Details Circle 39 2n INQUIRY CARD 
MAY 1958 











Sell two bi kets 
WITH 
Now in Our 60° Year 
Adjustable Shelf Hardware 
You consistently sell two profitable markets when 
you stock K-V shelf standards and brackets. 
Builders know the important influence these qual- 
ity K-V finishing touches have on sales. And the 
do-it-yourself remodelers appreciate the profes- 
sional job they get with these easy-to-install 
fixtures. 
FOR BUILT-IN SHELVES 
Perfect for built-in shelves constructed 
to last the lifetime of a house. Can be - 
mounted on surface or flush. Sheives 
can be quickly adjusted, easily aligned. 
No. 255 standards come in 24 inch 
to 144 inch lengths. 
No. 255 Standar 
No. 256 Support 
pact er ee ee it 


FOR OPEN WALL SHELVES 


These sturdy standbys are available 
in satin anachrome or brushed brass 
finish. They add smartness to any 
room and provide excellent storage 
space on open walls. Standards avail- 
able in 18 inch to 144 inch lengths; 


brackets in 4 inch to 20 inch lengths. 
No. 80 Standard 
No. 180 Bracket 


FOR EXTRA HEAVY DUTY 


Best on the market for heavy-duty 
installations. Recommended for heavy 
storage in homes or for paint, hard- 
ware or grocery stores or for hangrod 
installations. Standards available in 
lengths of 36 to 144 inches, brackets 
from 12 to 24 inches. 


Qs 
¥ 


} 





No. 87 extra heavy-duty standard 
No. 187 extra heavy-duty bracket 


— 
qd 
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in ame mene ere es ee a em mee te omen ee ee ee et 


Ask your jobber or K-V sales representa- 
tive about the popular packed units of 
K-V 80-180 standards and brackets and 
K-V 233-239 standards and supports, 


KNAPE & VOGT MFG. CO, 


Grand Rapids, Michigan 
For Details Circle 40 on INQUIRY CARD 
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FOR SALE 


HARDWARE, HOUSEWARES, GIFT 
store. N.W. Oregon. Well estab. Grow- 
ing Dist. XIlnt. oppty. Ask $45,000.00. 
Terms to right party. Owner retiring. 
Address Box A-918, care HARD- 
WARE WORLD, 1355 Market Street, 
San Francisco 3, Calif. 


MANUFACTURERS 
REPRESENTATIVE WANTED 


Complete line of western made steel 
and solid aluminum screen door 
guards available for most areas in 
the Western States and Texas. In- 
clude trades covered and lines cur- 
rently handling. Address Box A-914, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 


OPPORTUNITY 


10 Ball Point Pens $1.00. Refills to 
fit all, 15 for $1.00 postpaid. IDEAL 
SPECIALTIES, 231 Brightwater Ct. 
Brooklyn 35, N. Y. 





EXCLUSIVE 
SALES TERRITORIES 


Largest Do-It-Yourself line of wood, 
brass, iron and Tubular legs and fur- 
niture parts. Many active accounts 
in territories open. Advise complete 
sales experience and references. Ad- 
dress Box A-915, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 








Announcements in this section are inserted at the sate of tea 
cents per word, including address or box number, with a minimum 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 


FOR SALE 


Hardware. Corner location. Center 
of Shopping Area near San Diego. 
Quick possession. For immediate de- 
tails write P. O. Box 2562, San Diego 
12, California. 


Clock Promotion Lands 
Dealers at Ball Game 
SAN FRANCISCO — About 100 


customers and their wives saw the 
Giants play Pittsburgh here on May 
4, resulting from their participation 
in an electric clock promotion. They 
were guests of Dunham Carrigan & 
Hayden and the General Electric 
Clock Division. 

The official hosts were Custis Hay- 
den Jr. and the sales manager, 
Charles Lutz, of the wholesale firm, 
and Joe Burns of General Electric. 
Dealers came from various towns and 
cities in Northern California. 


IHE Show in Las Vagas 


LAS VEGAS, Nev.—The 14th In- 
dependent Housewares Variety and 
Novelty Merchandise Exhibit will be 
held here Sept. 3-5 at the new Riviera 
Convention Hall. 

A total of 100 exhibitors are ex- 
pected to participate including manu- 
facturers of housewares, hardware, 
china and glass, toys, garden sup- 
plies, radios and notion and novelty 
gift items. The show, which will be 
held here for the first time, has pre- 
viously been held in Chicago and At- 
lantic City. 





BOOK FOR SALESPEOPLE 


CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. Ex- 
cellent sales reference for sales peo- 
ple. Special price $.25 each, HARD- 
WARE WORLD SERVICE BUREAU, 
13855 Market Street, San Francisco 3. 


IN MEMORIAM 


HENRY A. RIKER 


LOS ANGELES—Henry A. Riker, 
50, purchasing agent and employee 
of the California Hardware Co. for 
the last 22 years, died at his home 
here March 9 of a cerebral hemor- 
rhage. 





CARROLL WALKER 


ESCONDIDO, Calif. — Carroll H. 
Walker, 50, owner of Carroll Walker 
Hardware and Specialty Company, 
died at Palomar Hospital here March 
21. Walker had been in the hard- 
ware business since 1950. 


CHARLES F. HOLLINGER 


SALINAS, Calif—Charles F. Hol- 
linger, 80, who retired as hardware 
manager of Farmers Mercantile Com- 
pany in 1955 after 32 years of ser- 
vice, died at his home here, March 8, 
after a long illness. 








Cushion Rest 
Drive on type 
Sizes: 2”, 236” 


Drive on Type 
Sizes 1”, 
ly”, 2 


PINTLE TYPE—Sizes 11/2”, 2” 


REMCO 


Furniture Rests _ 
are made from ma 


en chair legs. Pin- 
tle types equipped 


Caster Cups > 
are of large diameter, shatterproof, ma- 
hogany in color. They help save car- 
pets, rugs, floors from being depressed 
by heavy casters, ete. 





| Makers of World Famous 
DOMES of SILENCE 





Ask your jobber or write—ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


For Details Circle 41 on INQUIRY CARD 
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MIRRO 
Hot and Cold 
Server 


Holds 2 quarts of hot 
or cold food or liquid 
2 trays of ice cubes. In 
sulated to maintain 
temperature for hours 


$10.95 Retail 








MIRRO-MATIC HEAT 
CONTROL AND CORD 
Seensntoe fits both Fry Pan and 


’ : ‘i Ars Dutch Oven... $5.50 


GI FT markets 
are Mi RRO markets eeattste 


Band Waterless Cook- 
ware 


BIRTHDAYS! WEDDINGS! \ reap oe ee 
SHOWERS! SPECIAL GIFT DAYS! 











...and they are YOUR markets as a MIRRO dealer, too! 


Get ready for them, now, with full stocks, smart displays, and 
local advertising tied in with MIRRO’S national magazine 





MIRRO 
/B2»> Bun Warmer 


promotion of these specially selected, top-ticket . Perforated 


inner bas 

: pap ; : 1% 4 | } ket. Steam vent in 

gift items! The money’s there, just waiting to be made. \ ver. Stainless Steel 
: : at bail handle. 944x8 


And MIRRO means more, in eye-appeal, Oe RO $5.45 Reta 


os 2 
ss > 
* Guaranteed by ~ 


buy-appeal, and welcome, proved acceptance. Good Housekeeping 








your heat buy. ee 


MIRRO Cocktail Set 


i Gold Suede-Tone Alumilite. In r f 
BUY FROM YOUR cludes l-qt. drink mixer, % i, 
1%-oz. double-end jigger, and : ae 
MIRRO JOBBER eee eee ee ee | } ice tongs ~ 
g TWO NEW $5.45 Retail 
NOW: MIRRO PRODUCTS 


1 





For Details Circle 42 on INQUIRY CARD 








MAGIC SHOVEL 





with DOUBLE-TAPER FORGING and 5 hidden-value features 


(Gai ©4- Exclusive shock band ... takes shock of heavy 
work without handle breakage 


(GT = Forward forged steps at no extra cost 


(STEEL- LITE Burntcote handle of selected ash extends 
, complete length of socket 


(STEEL+ LITE Perfect down center balance... it feels light, 
it's Steel-Lite 


(STEEL- LITE The only light-weight shovel with all the 
features you've asked for 


O. AMES CO. wn 


=| Np sae ere) lphale) ) Vem anciey-\-7-\\ haa See your Ames distributor for complete details. 

















